





BIGGER and BETTER SALES! 


The Certified Coupon Plan is making them for you! 


A BIGGER AND BETTER SALE. A merchant had just received 
the details of the Certified Coupon Plan on 1847 Rogers Bros. Silver- 
plate. A customer came in for a half-dozen salad forks. But when the 
salesman explained the Plan to her, she bought not only the six salad 
forks, but a 26-piece set as well. Our hats are off to any one who sells a 


customer five times as much as she came in to buy. 
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CAME IN ACTUALLY 
TO BUY BOUGHT 





ANOTHER BIGGER AND BETTER SALE. This merchant had 
a customer who wanted a 26-piece set. When the Certified Coupon 
Plan was explained to her she bought not only the set but all these 
“accessory” pieces as well: 6 Salad Forks; 6 Ice Cream Forks; 6 Iced 
Tea Spoons; 6 Butter Spreaders; 6 Coffee Spoons; 6 Orange Spoons; 
2 Serving Spoons; 1 Serving Fork; and 1 Gravy Ladle. Another sale of 
practically three times as much as the customer came in to buy. Hats 





off again! 
* 





CAME IN ACTUALLY 


TO BUY BOUGHT STILL ANOTHER BIGGER AND BETTER SALE. Here the mer- 


chant reports the customer coming in for a 34-piece set, and going out 
with the set plus 8 Salad Forks; 8 Butter Spreaders; and 1 Jelly 
Server And coming back in a few days for | Pickle Fork and 1 Pie Knife. 


The complete list of examples of the successful working of the Certified 
Coupon Plan makes most interesting reading. There can be no ques- 








tion that it will prove the year’s best silverware seller. As still another 
CAME IN ACTUALLY merchant expresses it: 

TO BUY BOUGHT 

“You have the most wonderful sales plan for 

Fall and Winter business that has ever been 

presented to the buying public and WE will 

sell over 100 complete sets this DECEMBER.” 








REG. U. S. PAT. OFF. 


If you want bigger and better sales (and what merchant does not)—if 


The mark of the Interna- 

tional Silver Company you want customers to come back again and again to your silverware 
—the world’s largest ss x 

maker of silverware— department—be sure that your salespeople are taking full advantage 
the world’s largest ad- ‘ ” 

vertiser of silverware. of the Certified Coupon Plan on 1847 Rogers Bros. Silverplate. 


1847 ROGERS BROS. 


A PRODUCT OF THE INTERNATIONAL SILVER COMPANY, Meriden, Conn. 


NEW YORK: 9-19 Maiden Lane CHICAGO: Merchandise Mart SAN FRANCISCO: 150 Post St. ST. LOUIS: Ambassador Bldg. 
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Worn With Genuine Pride 


The beauty of design and fine workman- 
ship of Wachenheimer Sterling Silver 
Flexible Bracelets will excite the admira- 
tion of your customers. Because of their 
exceptional quality and distinctive ap- 
pearance they are worn with genuine 
pride. A display of the newest creations, 
in one, two and three row styles, retailing 
from $5.00 to $15.00 will attract atten- 
tion and new business to your store. 


May we invite your co-operation permitting 
us to send an assortment of six quality 
bracelets to cost not in excess of twenty 
dollars for the six. 


For yours, and the wearer's protection, all 
Wachenheimer Jewelry is clearly 
stamped and fully guaranteed. 


LET US CO-OPERATE TO PRESERVE 
AND TREASURE THE ANCIENT 
HERITAGE 


“A Thing of Beauty 
Is a Joy Forever” 


Let us in the Jewelry Craft, Manufactur- 
ers, Wholesalers and Retailers, CO-OP- 
ERATE with each other to do all that 
will achieve and maintain a JUST and 
SATISFYING ATMOSPHERE of CONFI- 
DENCE and FAIRNESS among ourselves, 
with our employes, and with the con- 
sumer. 


(\JACHENHEIMER 


36 Garnet Street 
PROVIDENCE, R. I. 
Be Se A 
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SPEAKING OF THE JEWELRY TRADE a4 a a 


F ederico Langer, 
buyer for Werner Ernst Co., Mexico 
City, visited Chicago recently: en 
route to New York and other jewelry 
centers of the East where he will 
make purchases for his company. 

Mr. Langer stated to members of 

















the trade in Chicago that houses in 
Mexico now find it to their advantage 
to buy in the United States rather 
than in Europe on account of ex- 
change and gave it as his opinion that 
Mexico will prove to be a ‘much better 
market for United States merchan- 
dise in the near future as their credits 
are becoming more stable and their 
gold and silver mining interests more 
active. 


¢ ¢ 4 


[., discussing 
the reduction of crime in the jewelry 
trade during the past two years, James 
H. Noyes. secretary of the Jewelers 
Security Alliance, says: 

“I cannot give any very positive 
reason for the apparent reduction in 
<rime during the past two years, ex- 
cept that the demand for jewelry has 
not been very great and, in conse- 
quence, criminals have found it diffi- 
cult to realize anything near the real 
value of the property which they stole. 
Apparently they have decided to con- 
centrate upon banks and payrolls, in 


THE JEWELERS’ CIRCULAR 
for November, 1933 


which they secure real money and do 
not have to go to a fence and dispose 
of their loot for a very small part of 
its value.” 

Between Jan. 1 and June 1 of 
this year, Secretary Noyes’ records 
show that only two safe burglaries 
were reported to him involving losses 
of $21,000 and that store burglaries 
totaled 22, with losses of $56,398. Of 
the latter non-members suffered to the 


extent of $51,950. Sneak thefts ac- 





DEPRESSION GOT HIM 
Cie ee ” 





counted for $22,857 and _ hold-ups, 
$38,288, 136. 

The number of window-smashing 
cases reported reached 89 in the first 
six months with losses totaling $44,- 
335. Eight swindling cases during the 
same period resulted in losses of 


$1747. 
q+ ¢ 4 


l, discussing 
conditions in the diamond trade a 
member of one of the largest New 
York importing firms said that one of 
the signs of better business conditions 
is the improvement in the diamond 
market. He added that the low point 
in diamond prices was reached early 
this year, and that while prices are 
not as high now as they were in 1929 
they have by no means receded to the 
extent that a recently published news- 
paper article would indicate. 
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“That article,” he said, “stated that 
five years ago a stone that would 
have brought $25,000 is hard to sell 
today for $2500.” This statement is 
absolutely unconscionable and with- 
out any basis of fact. Such a stone 
today would bring probably between 
$15,000 and $20,000—a substantial 





recession, but certainly far less than 
the reduction in the price of most 
other commodities and infinitely less 
than the reduction in the price of 
many prime securities. 

“If the promise of fair business in 
diamonds during the coming holiday 
season is fulfilled—as now seems 
probable—substantially higher prices 
may be looked for in the near future.” 


o: oe 


4d 
Should a gold 


mine be discovered near at hand, with 
upwards of half a billion dollars’ 
worth of the precious metal in sight, 
a great gold rush would start over 
night,” observes G. H. Niemeyer of 
Handy & Harman of New York, 
authority on precious metal and smelt- 
ing. 

“Such a treasure lies idle and for- 
gotten in our homes. It is buried in 
the form of outdated jewelry, dental 
gold and odds and ends of every kind. 

“Gold commands the highest price 
today known in two generations. 










































































“The Government has established 
strict rules governing the gold busi- 
ness, which will serve to protect the 
owners of gold and those who deal in 
it. 

“Formerly old gold often was 
bought by irresponsible dealers, and 
owners frequently were swindled. ‘To- 
day, under new government rules gold 
can be bought only by reguiarly 





licensed refiners or dealers and jew- 
elers with established reputations. 
The owner of gold may depend upon 
receiving payment for whatever his or 
her gold is worth.” 


tek ae 


Povepes of the 
new era into which the trade asso- 
ciation movement is entering, Samuel 
Feldman, retail jeweler of 26 Flat- 
bush Avenue, Brooklyn, and _ presi- 
dent of the New York State Retail 
Jewelers Association, says: 


“Today it is becoming an absolute 
necessity for the trade association to 
offer to its members and prospective 
members, a definite program of con- 
structive activities and service. The 
NRA has laid the groundwork for 
such a program, and it becomes the 
duty of the executives of the trade 
association to show a factual analysis 
of just how one can be benefited by 
membership. 

“Viewing these facts objectively, 
our State association is promoting the 
value of membership to the jewelers 
of New York in terms of: 

“1. Protection against unfair com- 
petition. 

“2. Elimination of cut-throat price 
cutting. 

“3. The barring of sales other than 
seasonal and close-outs. 

“As a result of this promotional 
propaganda, month by month, mem- 
bership of the New York State Asso- 
ciation is growing. We feel satisfied 
that in spite of the stringent economic 
difficulties, there is a slow but steady 
flow of applications for membership 
coming to our office. 

“As an incentive to join the asso- 
ciation we have announced the follow- 


ing plans to take effect immediately 
following the holidays: 

“The officers of the association and 
several active members contemplate 
tours of the principal communities of 
the State. Addresses will be made to 
the local associations on such sub- 
jects as merchandising, window dis- 
play and stock control. This program 
will be a continuation of a similar 
one, sponsored by L. M. Campbell, 
past president, of Canandaigua, New 
York, and we are confident that it 
will mean new members from each of 
these communities.” 


73 @ 


Md | 
f retail jewelers 
more fully realized the hazards placed 
on -traveling salesmen who carry ex- 
pensive diamond jewelry and are asked 





to show lines over the counter in full 
view of passersby, they would be glad 
to discontinue this practice and afford 
a more private place to inspect the 
merchandise,” said a salesman who 
was recently held up and robbed. 

He poirited out that salesmen are 
often followed and fall victims to gun- 
men because they are known to have 
valuable jewelry in their possession. 
In his opinion many of these holdups 
could be avoided if proper precautions 
were taken when the merchandise is 
being inspected. 


q+ ¢ 4 


A: the recent 


meeting held at the Hotel Astor under 
the auspices of the Metropolitan Re- 
tail Jewelers Association to formulate 
plans to coordinate the work of the 
local associations with that of the 
American National Retail Jewelers 
Association, Byron L. Shinn, counsel 
for the Congress of the Precious Jew- 
elry Producers, Inc., in addressing the 
meeting in connection with the NRA 
codes now under consideration, said: 

“In the abstract it is easy to say 
that the manufacturers’ activities 
should be governed by the manufac- 
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turers’ code, that the wholesalers’ 
should be governed by the wholesalers’ 
code and that the retailers should be 
governed by their own code. In prac- 
tice, however, it is many times harder 
to draw lines of discrimination. When 
manufacturers and wholesalers make 
sales to the ultimate consumer, re- 
tail organizations rightfully claim 
that, to the extent of these activities, 
they become retailers and should be 
governed by the retail code. Con- 
versely, the manufacturers contend 
that when wholesalers or retailers or 
their employees make, produce or 
finish merchandise at the bench, such 
manufacturers’ operations should be 
governed by the manufacturers’ code 
as to hours of labor to be allowed and 
the minimum wage to be paid.” 

He then went on to point out the 
instances which he cited were only a 
few of the many which have devel- 
oped since the study of the codes be- 
gan, and he complimented Edward 
Krehbiel, chairman of the National 
Retail Jewelers Recovery Committee 
on what the committee has accom- 
plished in its endeavor to secure a 
separate code for the industry. 


The largest silver 


spoon in the world has come to Bos- 
ton. This is now on public exhibition 
at Bigelow, Kennard & Co.’s store in 
Boston. It is one unique item in what 
is believed fo be one of the greatest 
collections of sterling silver ever as- 
sembled under one roof in New 
England. 

This exhibition was arranged with 
the full cooperation of several of the 
world’s most prominent manufac- 





turers of silverware, some of whom 
have sent special items of unusual in- 
terest. One of these is the silver spoon 
mentioned above. Another is the 
Lamerie silver service which for sev- 
eral months has been exhibited at the 
Century of Progress in Chicago, a 
design originally created by a famous 
French silversmith, Paul Lamerie, for 
the court of King George II. 
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NRA enthusiasm and 
a return of a feeling of security in 
jobs now held has resulted in an im- 
portant and unseasonable increase in 
sales at the Edwards & LeBron Jew- 
elry Co., Chattanooga, Tenn., Frank 
LeBron, acting manager of the con- 
cern, reported recently. 

“Sales are far ahead of those dur- 
ing the same period a year ago,” Mr. 








LeBron said, “and during the past 
three months every succeeding month 
has shown an increase over the pre- 
ceding 30-day period, despite the fact 
that July, August and September 
usually are the dullest months of the 
year.” 

The jeweler believes that the un- 
usual increase is attributable not so 
much to the “buy now” campaign 
which, taken up by merchants many 
months ago now has become a real 
factor in the nation-wide NRA drive 
for greater business activity, as to a 
general feeling of enthusiasm among 
the buying public that the NRA will 
bring an end to depression. 

Mr. LeBron estimated that not 
more than 10 per cent of his store’s 
sales were of the “buy now” or “‘spec- 
ulative” nature—purchases made in 
the well-founded belief that prices 
now are rising steadily and rapidly 
and that day by day opportunities for 
securing high value at depression 
prices are being eliminated. 

The jeweler frankly stated that 
there was no certainty in his par- 
ticular line of retail activity that in- 
creases in business would continue 
steadily, but added that if October, 
November and December business 
continues to show proportionate sea- 
sonal increases already exhibited by 
July, August and September, that the 
retail jewelry business will be operat- 
ing on a solidly normal basis. 


q+ ¢ ¢ 


A new committee 
of business leaders from various parts 
of the Eountry has been selected by 
Gerard Swope, chairman of the Busi- 
ness Advisory and Planning Council 
for the Department of Commerce, 
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to focus their experience on the prob- 
lems of unfair trade practices in order 
to organize an effective attack on the 
vast economic waste now handicap- 

















1] Pewee: * ae 
“ADVERTISE NOw 


“ADVERTISE NOW” 


—The whole country is now busily engaged in | 


concentrating on the second stage of the 
NRA—the “Buy Now” campaign. 


—This campaign can become a great and vital 
success, or a dismal flop. 


—You, Mr. Manufacturer or Mr. Merchant, 
cannot expect the consumer to “buy now,” 
just to please you. That isn’t human nature, 
even in prosperous times. 


—The consumer is going to buy first, because 
he needs things, secondly, because Ad- 
vertising educates him to want more 
things. 


—Advertising is one of the greatest forces in 
the world to stimulate and assure a higher 
standard of living. 


—More and better advertising will accelerate 
the turn-over of stagnant dollars, will create 
more employment, will move more goods, 
will help materially to bring back real pros- 
perity. 


—The “Buy Now” campaign will be far surer 
of success if bulwarked by an “Advertise 
Now”’ policy. 


—Advertising stimulates dollar movement; and 
dollar movement stimulates sales. 


Sncatt Fe: 


President. 





ping business as a result of such prac- 
tices. 

The new committee, to be known 
as “Committee on Unfair Trade 
Practices in Production and Distribu- 
tion” will be headed by Lincoln 
Filene, treasurer and chairman of the 
Board. 

“Business men throughout the coun- 
try are today,” said Mr. Filene, 
“faced with an opportunity of begin- 
ning, once and for all, a process of 
housecleaning which over the years 
will most certainly make for more 
profitable business, more stable busi- 
ness, and more social stability. In the 
past, the great wastes from unfair 
trade practices have resulted in lower 
wages, higher prices to the public, 
and losses which business had to ab- 
sorb from its profits. The future, as 
we see it today, will demand higher 
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wages to employees, fair prices to, the 
public, and fair profits to business 
men. To secure this end, we must 
bend our energies to the task’ of 
cutting out the stupid and stupendous 
waste which has levied a heavy toll 
on labor, capital, and the public. This 
can be done by American business men 
when they will tackle the problem in 
the same spirit of energy and deter- 




















mination which is making the NRA 
program a success to date.” 
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L speaking about 
conditions at the Ingersoll-Waterbury 
Co.’s plant C. H. Granger, vice- 
president, said: 

“Our plant is working to capacity 
at the present time to fill demands. 
Employees have been increased from 
a low of 1250 in April, working one 
or two days a week, to over 2500 at 
the present time, working the full 
45 hours allowed under the Code 
for the Clock Manufacturers Associa- 
tion.” 


o oy 


; ome has been 


a marked decrease in the number of 
embarrassments in the jewelry trade 
between June and October of this 
year. 

In June 54 were reported. In 33 
of these the assets were $450,000 and 
in 31 cases of the 54 the liabilities 
were $522,000. 

In July the number of cases re- 
ported had dropped to 44. In 22 of 
these the assets were set at $400,000 
and in 24 of the 44 cases the liabilities 
reached $453,000. 

In August the total cases reported 
again dropped. This time to 27. In 
23 of these the assets were $417,000 
and in 24 cases of the 27 the liabilities 
were $490,000. 

In September there were 27 embar- 
rassments, the same as in August. In 
15 of these cases the assets reached 
$82,000 and in 16 of the 27 the lia- 
bilities were $674,000. 







































































Here is a merchandising idea for building Christmas 
sales that should be adopted by every retailer in 
the United States. There are three outstanding 
arguments in favor of gold jewelry as the perfect 
Christmas gift: Gold will always be the fundamental 
symbol of value—buy it for the intrinsic worth of 
the metal itself; gold, fashioned into beautiful jewel- 
ry, combines the most beautiful of metals and the 
highest craftsmanship into a creation of unrivalled 
excellence, and, now that you cannot give a gold 
coin at Christmas time, give something that means 
more than mere money, give a jewel fashioned of 
the same metal and add to your gift the sentimental 
value of a work of art. 




















MAKE IT A 


Behind the bars!—That is where the nation’s gold 
rests—for everyone but the jeweler and his cus- 
tomers. The gold resources of the United States 
are kept by law in the steel vaults of the Federal 
Reserve, National and State banks of the country. 
The possession of gold (over $100)—in a form other 
than jewelry—is not only a violation of the law, 
it is also unpatriotic. Sell this idea to your customers, 
in the form of precious gold jewelry. 
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Tan can't give 
gold pieces for Christmas this year, so give gold jewelry 
instead !” 

Even going off the gold standard has its practical uses 
for the retail merchant. For years the rather unsenti- 
mental custom of giving money at Christmas time in lieu 
of jewelry or other merchandise has meant just that much 
less business for the retail jeweler. But now, with pres- 
ent restrictions regarding gold, there is an opportunity 
for the jeweler to stimulate the sale of gold jewelry as 
the natural thing to take the place of gifts of gold coins. 

The window display illustrated on this page is a graphic 
demonstration of how the idea may be promoted. This 
window, designed by Mrs. Polly Pettit, display manager 
of Black, Starr & Frost-Gorham, Inc., Fifth Ave. and 
48th St., New York, is doubly effective because of its 
simplicity and because of the fact that it lends itself to 
wide use not only in the larger stores but also in stores 
of smaller size throughout the country. 

The window presents two points of eye-getting atten- 
tion: (1) The poster, placed to the left, dominates the 
scene and leads the eye of the passer-by downward to 
the lettering and then to the merchandise on display; (2) 
the Uncle Sam hat full of candy coins punctuates the 
window at right center, filling out the symmetry of the 
arrangement and at the same time reiterating the patriotic 
note struck by the figure of Uncle Sam himself. The 
placing of the circular display platforms, in ascending and 
receding levels, produces a downward sweep of line from 
the top of the poster out to the foreground on the extreme 
right, an effect especially desirable from the point of view 
of design. The use of the velvet covered disk as a back- 
ground of dark color throws the brighter objects of the 
display into high relief, the floor runner of the same ma- 
terial producing the same effect. 

The necessary elements for this window are as follows: 

1. Uncle Sam poster. 
2. Six large display blocks of about the same 
proportion as shown in the photograph. 
3. About 25 gold coin boxes—easily obtainable 
from any bank at no charge. 
4. Gray beaver coachman’s or an Uncle Sam 
hat. 


THE JEWELERS’ CIRCULAR 
for November, 1933 










OLD JEWELRY CHRISTMAS 


. Red, white and blue ribbon, in quarter and 
two-inch widths. 

. Chocolates, wrapped in gold foil. 

. Blue velvet, mounted on disk for background 
and for runner, length of window floors. 


The beaver hat may be obtained from a local costumer, 
or, failing this, a silk evening hat may be substituted. 
The chocolate gold pieces are sold by five and ten cent 
stores for 10 cents a bag. The poster is 17 inches by 22 
inches, done in red, white and blue colors, and may be 
executed by your own letterer or artist. The copy on 
the poster reads as follows: 

UNCLE SAM SAYS you can’t give GOLD 
PIECES for Christmas this year, so give 
GOLD JEWELRY instead. GOLD GIFTS 


in almost infinite variety for .. . 


The coin boxes are tied with the quarter-inch red, 
white and blue ribbon and a gerierous bow of the ribbon 
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This display by Mrs. Pettit of Black, Starr & Frost- 
Gorham, Inc., contains all the elements of effective 
merchandising. The idea of giving gold jewelry 
instead of gold coins, now that gold transactions 
are forbidden by law, offers a timely and patriotic 
display for your Christmas window promotion. 


of somewhat larger size is fastened to the beaver hat. 

This window, if properly arranged should mean defi- 
nite sales, as the idea is one that will immediately appeal 
to everyone with Christmas dollars to spend. It should 
also be promoted in newspaper advertising, and the Uncle 
Sam poster will make excellent art work for your ad- 
vertisement. Besides being an effective and timely mer- 
chandising idea, it has a patriotic angle. 




















ACROSS THE 





Ss Jewelry Strike 


Bn strike in the jewelry trade in 
New York has been settled and 
the workers have returned to their 
duties. A great deal of inconvenience 
has resulted and much time has been 
lost which might otherwise have been 
applied to producing merchandise for 
the holiday trade. 

It is to be regretted that the strike 
was called at so inopportune a time. 
Four years of depression, it would 
seem, were enough without a strike 
just at the beginning of the busy 
season. 

Higher production costs will be 
passed on to the wholesaler and re- 
tailer, which will have to be paid by 
the purchasing public. This means 
that jewelers must inaugurate a more 
intensive advertising campaign to 
create new business. 

However, if a stronger spirit of co- 
operation between employers and em- 
ployees results, the strike may eventu- 
ally prove of lasting benefit. 


he 
Looking Ahead to 


Christmas 


OR the first time in American 
history the Government has taken 
a hand in increasing sales to the pub- 
lic. The “Now-is-the-time-to-Buy” 
campaign is being vigorously promoted 
but the retail jeweler should by no 
means depend entirely on this meth- 
od of developing more business. 

If he has not already done so, he 
should be hard at work completing 
his Christmas advertising campaign 
and planning new and more attractive 
window displays. Now is the time to 
study the pages of the jewelry journals 
for new merchandise and new ideas 
on how to promote its sale. 

A careful survey should be made of 
trading area conditions and purchases 
made to fully meet demands. Prices 
are rising and more people are back 
at work at better wages. Purchasing 
power is climbing slowly and a well 
selected stock will attract more busi- 
ness. Do not delay buying until it is 


too late to fill requirements but bear 
in mind that the public will buy with 


care. Se 


Wholesale-Retailing 


N appeal has been made by repre- 

sentatives of many of the largest 
retail jewelry stores in Greater New 
York to all branches of the industry 
from whom retail jewelers purchase 
merchandise for resale to cooperate in 
putting into their codes of fair prac- 


‘tice under the National Recovery Act, 


a paragraph to the effect that “manu- 
facturers and wholesalers will not in- 
fringe upon the functions of retailers, 
and will sell only to regular dealers 
who carry appropriate stocks of the 
same class of merchandise and who 
buy to resell, EXCEPT THAT manufac- 
turers or wholesalers who maintain 
recognized retail departments will 
maintain retail prices on all sides, 
other than those to dealers who carry 
appropriate stocks of the same class 
of merchandise, and who buy to 
resell.” 

This action comes as the result of 
a conference held a few days ago by 
members of the Executive Committee 
of the New York City Retail Jew- 
elers’ Association. It has the united 
support of the retail jewelry trade at 
large and deserves the support of 
every member of the industry. 

It is believed that now, while these 
codes are under consideration, is the 
opportune time, if properly seized 
upon, to get concerted action which 
will be far-reaching in rectifying an 
abuse from which the retail jewelry 
trade has suffered for a long time 
and which has grown to such pro- 
portions in the last few years as to 
threaten the existence of the retail 
business. The appeal is issued in a 
spirit of cooperation and in the in- 
terest of the trade at large in the hope 
that it may result in lasting benefit. 

For years THE JEWELERS’ Cir- 
CULAR has protested against the 
evil of so-called “wholesalers” selling 
at retail and time and time again 
has called attention to the harm that 
has resulted from such practices. 
Against the legitimate wholesaler or 


manufacturer who conducts a recog- 
nized retail department and who 
maintains retail prices on all sales to 
the public, there is no complaint. But 
the dealer who masquerades as a 
wholesaler and also sells to the man 
on the street when opportunity af- 
fords is justly subject to severe 
criticism. The paragraph above 
quoted, which it is hoped may become 
a part of the codes of fair practice 
of other branches in the industry from 
whom the jeweler purchases for re-. 
sale, is suggested because injurious 
and unethical practices have increased 
to such a widespread extent that they 
are now beyond control except 
through the organized effort of the 
entire trade. 

In the long run the retailer must 
exist and prosper if the wholesaler 
and producer are to continue to exist 
and prosper. We may, therefore, as- 
sume that wholesalers who sell at re- 
tail will be glad to discontinue this 
method of doing business if they can 
be assured that other wholesalers who 
follow the same practice will take the 
same action. The NRA lends as- 
surance that an agreement of this 
kind may be enforced and can be en- 
tered into with a feeling that all who 
accept it will live up to it. 


4 ¢ 4 


Smuggled Watches 


ECAUSE of present business con- 

ditions some jewelers have become 
bargain hunters. A word of caution 
should be given to those buyers who 
are placing “price” merchandise above 
the reliability of the firm or the in- 
dividual from whom purchases are 
made. 

There is a double danger in buying 
smuggled merchandise—first, that of 
prosecution, and, second, the risk of 
having the purchases confiscated. 
While the innocent purchaser may 
escape the former, he is never sure 
of escaping the latter. He must bear 
in mind that under no circumstances 
can a smuggler give title to merchan- 
dise and that such purchases are sub- 
ject to seizure at any time. 

In commenting in this connection 
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upon the growth of watch smuggling 
the Association Suisse des Exporta- 
teurs d’Horologerie en Amerique in 
a letter to THE JEWELERS’ CIRCULAR 
decries the growth of this practice, 
saying in part: “Waxing fat with the 
increasing tariff there has sprung up 
among undesirable elements—business 
men with obscure business practices 
who have found a happy hunting 
ground in the United States watch 
market. These elements are normally 
entirely unknown and foreign to the 
Swiss watch industry. They have 
added considerably to existing diffi- 
culties of straightforward commercial 
intercourse and distribution, particu- 
larly with their smuggling which is 
highly censured by the industry here 
as a whole and by the Swiss watch 
trade associations.” 


4 ¢ 4 


Why Not the Truth ? 


ROM time to time articles are pub- 

lished about the diamond business 
which are so inaccurate as to be 
ridiculous. If it were not for the fact 
that they are read and believed by 
many people who have no knowledge 
of the trade, such reports would not 
be worth consideration but, unfortu- 
nately, they do a great deal of harm 
to the jewelry business. 

Usually such reports tell about how 
“cheap” diamonds have become. Such 
an article published recently stated 
that “five years ago a stone that 
would have brought $25,000 is hard 
to sell today for $2500.” 

Prices are not as high as they were 
in 1929, but they have by no means 
dropped to the extent reported. Such 
a statement is without basis of fact. 

Despite efforts made in the past to 
get editors to verify such reports from 
reliable sources in the diamond trade 
before publishing them, the practice 
continues and it must be assumed that 
the editors are too careless to investi- 
gate or that they are gullible enough 
to believe them. 

Retail jewelers can do their part 
to improve this condition by calling 
sharp attention to articles of this kind 
in their local newspapers. 
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Thanksgiving 1933 


N the way towards a return to normal business let us 
pause in our intense activity in support of the NRA 
to look back over the past few months. 


As Thanksgiving Day approaches there are many indica- 
tions that the forces of Depression have been checked and 
their direction reversed. Over 3,000,000 workers have 
been given employment since last March and for millions 
of people November 30, 1933, will be a day of real thanks- 


giving. 
The American people ‘wie met every crisis in the past 


and the new spirit of confidence in our ability to win and 
maintain prosperity is of great significance. 


Despite pleasing gains which have already been made 
we must, however, remember that there are still 10,000,000 
out of work and that the real battle lies ahead. 
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O, October 10 
Deputy Administrator R. B. Paddock of the NRA pre- 
sided at a hearing at the Mayflower Hotel, Washington, 
D. C., of a master code and five supplemental codes of 
fair competition for the medium and low-priced jewelry 
manufacturing industry. 

The presentation was made by E. N. Otis, Jr., repre- 
senting the Council of Jewelry and Allied Industries, 
sponsors of the code. The supplementary codes were for 
manufacturers of chatons, marcasites, imitation pearls, 
imitation pearl beads, imitation precious and semi-precious 
stones; manufacturers of religious articles of a jewelry 
nature; machine chain manufacturers; findings manufac- 
turing industry, and enamelers. 

After reading the code Mr. Otis presented nine amend- 
ments and six additional amending titles mostly of a 
technical nature or as required by the National Recovery 
Act. One of the titles contained 30 unfair trade-practice 
provisions. 

Major Paddock announced that 39 witnesses had re- 
quested permission to be heard in the course of the 
hearing. 

The code provides for a maximum work week of 40 
hours with a 20 per cent tolerance during seasonal rush 
periods, provided, however, that the average working 
schedule for six months’ period beginning Nov. 1, 1933, 
shall not exceed 40 hours per week. Tool makers, hub 
and die cutters may be employed a maximum of 48 hours 
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_per week but they shall not exceed 5 per cent of the total 


number of employes. .A tolerance of 10 per cent is per- 
mitted for shipping and packing crews. 

A minimum hourly pay rate of 32% cents is also pro- 
vided in the code, provision being made for superannuated 
employes who may not be paid less than $10 a week. 
The Council of Jewelry and Allied Industries would ad- 
minister the code. 

James B. Toner, member of the executive committee 
of the Council of Jewelry and Allied Industries, pro- 
ponents of the code, stated that he spoke for 303 firms 
employing 15,368 persons. In support of the wage and 
hour provisions of the code, he stated that medium and 
low-priced jewelry manufacturers dealt principally in base 
metals, with a considerable portion of their volume sold 
through department stores and other low-priced outlets. 
He pointed out that some manufacturers did 60 per cent 
of their annual volume of business during seasonal peaks, 
and that the industry never had a surplus of skilled 
workers at those times. The industry now was operating 
under the maximum hours proposed in the code, which 
already has resulted in an increase of 32.6 per cent in 
employes of factories recently surveyed. After stating 
that the omission of the so-called “merit clause” for labor 
was not to be considered a waiver of any rights granted 
employers under the code Mr. Toner pointed out that 
the code would provide an increase of 7 cents an hour 
over the present average maximum wage. 
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After a number of members of the executive com- 
mittee had briefly expressed approval of the code as it 
related to different branches of the industry, Deputy Pad- 
dock called upon Benjamin Brier, a Providence, R. I., 
manufacturer, who stated he was opposed to certain sec- 
tions in the fair-trade practice supplement relating to the 
manufacture of chains. He stated that limitation of 
machine operation to eight hours a day and 40 hours a 
week would give large manufacturers an undue advan- 
tage and tend to drive smaller firms out of business. He 
also objected to the price established by the code for chain, 
stating that three manufacturers in his home town had 
told him they could make a satisfactory profit by selling 
chain for 114 cents a foot. 

M. Babbitt, representing the J. V. Pilcher Mfg. Co., 
Louisville, Ky., makers of vanity case compacts, stated 
that manufacturers in the South “‘had not been taken care 
of in this code as in most of the 317 other codes we have 
looked through.” He insisted that Kentucky firms should 
receve a wage differential 20 per cent below that paid in 
thre east, by reason of the fact that 43 per cent of their 
merchandise was shipped with freight prepaid east of 
Pittsburgh, and the further fact that foods and rents in 
New York city were 15 per cent higher than in the south. 
He declared that his firm was more interested in obtain- 
ing a differential than in having any certain minimum 
wage established for the industry. Under questioning by 
Deputy Paddock, the witness acknowledged that the prin- 
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cipal reason for establishment of his plant in Louisville 
was the prevalence of labor which could be obtained at 
a lower rate than in New England. 

E. Baker representing the National Wholesale Men’s 
Novelty Industry stated that while his organization repre- 
sented only 35 per cent of business volume, all members 
of the industry had been notified of his intention to ask 
that this group be allowed to abandon its own proposed 
code and come under the code being discussed. 

Edward Sumnick, representing the Congress of Prec- 
ious Jewelry Producers, asked that production of all 10- 
karat gold jewelry,come under the code of his branch of 
the industry. He offered a number of letters from manu- 
facturers who supported his belief. Henry Blank, repre- 
senting the Congress, agreed. This was arranged later. 

Arthur J. Sundlun, representing the American Na- 
tional Retail Jewelers’ Association, objected to the code’s 
provision for a 20 per cent maximum discount on scholas- 
tic jewelry. He stated that this provision would make 
such merchandise unprofitable for the retailer and thus 
tend to drive him out of that line. 

R. L. Wood, representing the National Association of 
Scholastic Jewelers, objected to a number of provisions 
in the supplemental code dealing with trade practices for 
his division of the industry. He asserted that these would 
“disastrously cripple” the business of his member firms. 
He also objected to the code’s labor provision, stating that 
the group he represented now was paying “the much 
higher rate of 40 cents” under its own code. Mr. Wood 
also asked that the code authorities be so constituted as 
to represent all views in the industry. Similar testimony 
was given by Sol Berger, of the same association, who 
stated that the small dealer’s only advantage now was 
his ability to quote lower prices and that any control to 
prevent this would drive him out of business. He agrees 
that prices should be uniformly above the costs of individ- 
ual production. Mr. Berger also offered an amendment 
which would prohibit contracts for scholastic jewelry 
being made with more than one class in a school. J. G. 
Schoelthaler, of the same association, asserted that goods 
of the manufacturers he represented were sold outright to 
the jeweler and the latter should not be limited to a profit 
of 20 per cent when his overhead was 40 per cent. 

At this point, Deputy Paddock interrupted to introduce 
to the gathering the Honorable Mr. Hall, delegate from 
the British Labor Congress to the American Federation 
of Labor Convention in this city. Mr. Hall expressed 

(Turn to Page 57) 














Fred E. Kunkel 


ic Christmas holiday 


season is one period of the year when the average jeweler 
need not resort to high pressure methods to move his 
merchandise, if he presents his stock in an arresting and 
attractive manner, stages good selling windows, and pre- 
pares sales producing direct mail and newspaper adver- 





Courtesy of Meyer Both Co., Chicago. 


Don’t delay preparing for the Christmas 


business. In this article are a number tising to get his share of the Xmas business. 

The effort and expense involved in securing this extra 
business will be more than justified when considered in 
increased sales. relation to the prospect the Christmas season holds out 

of adding something worthwhile to the sum total of the 
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Here are some advertisements used by jewelers to promote early Christmas buying. They appeal to pride of ownership. 
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Holiday Sales Campaign NOW 


year's business. Why not consider any or all of the 
following ways to increase Christmas sales: 


. Prepare gift suggestion lists. 

. Issue illustrated booklets or circulars. 

. Feature gift certificates. 

. Offer to cash Christmas savings checks. 

. Send out direct mail letters or postcards. 

. Use individual or cooperative newspaper advertising. 

Plan especially attractive and unusual window displays. 

. Use attractive inserts for November statements. 

. Feature mail and telephone orders in your advertising. 

. Use gift tables in the store, or create a Gift Bazaar, or a 
Christmas Village effect. 

11. Stage a 98 cent sale once a week. 

12. Have bargain tables in the store. 

13. Feature lay-away sales and early buying. 

14. Use last minute gift suggestions. 

15. Work up a series of good merchandising stunts. 

16. Sell your store as the logical place to buy Xmas gifts. 

17. Feature sidelines not carried at dny other season of the 

year. 


SPW OENAM FS SOND 


-— 


This suggests broadly the lines of procedure which can 
be followed to put over a Christmas sales promotion 
campaign, and following herein will appear in greater 
detail other merchandising plans and ideas which can be 
developed along similar lines. Study them carefully, 
adapt them to your own individual business. Then fol- 
low through with the determination to make this the 


biggest, best, and most prosperous Christmas season ever 
for your store—and you will not be disappointed with 
results. It may not reach your expectations, but neither 
will it be disappointing. 

The jeweler must necessarily have a plan, and if he 
expects to secure extra business during the Christmas 
season, he must, first of all, begin to lay his plan early. 
He should not wait until the rush is on, or about to 
begin. He should sit down now and draft a plan of 
procedure. 

A live mailing list is valuable—a dead one costly. Mail- 
ing lists, no matter how good, must be constantly watched 
and kept up to date. Before sending out your Christmas 
literature, check up on the correct addresses, eliminate 
dead timber. Remember that your mailing list must 
be up to date, or you will waste a lost of advertising 
dollars. 

Use good sales letters, or post cards, festooned with 
the trimmings of the season in holly and evergreen, and 
prepare attractive sales messages for release once a week, 
each featuring a number of gift suggestions, but not more 
than twelve. Too many are confusing. Limit your selec- 
tions to the best. 

It is well to remember that post cards are inexpensive 

(Turn to page 59) 
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These advertisements use plenty of illustrations and have headlines that attract the attention of prospective purchasers. 
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= Oe dic aticle Legit A Porter, manager and 

"buyer for the silverware department of the Webb 
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years, discusses a number of sales methods which 
have proved successful in developing customer de- 
mand. 
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‘CONFIDENCE 


As Told To 
ARTHUR E. DIHM 
by 
RAYMOND A. PORTER 


Manager of the Silverware Department of 
The Webb C. Ball Co., Cleveland, O. 


Wile there are 


a number of factors entering into the sale of silverware 
or of any article sold in a jewelry store the Webb C. 
Ball Co., Cleveland, Ohio, feels that the most important 
of these is securing the confidence of the customer. To 
that end it has been the consistent aim of the house to 
create this feeling as soon as customers enter the store 
and we do our utmost never to let them lose it. 

As the business was founded by the late Webb C. Ball 
in 1869 in a small way and has grown to its present large 
proportions, we naturally have the children and grand- 
children of our original customers still buying from us. 
This is the result of confidence. 

Our silverware salesroom is in the rear of the store and 
is separate from other departments. ‘The reason for this 
is that the customer’s attention is not easily distracted and 
he feels more at ease, particularly in the case of a selec- 
tion that takes up considerable time. 

In showing customers our silverware we place it before 
them on a table that is covered with a clean linen table- 
cloth. This tends to create a favorable impression which 
might not prevail if the articles were shown on top of a 
counter. Furthermore, it is on such a table that the 
article will be used and therefore this makes the ideal 
setting or background for display and shows the merchan- 
dise as it will be seen in actual use in the home. Of 
course there are times when we do have to sell certain 
articles over the counter if the salesroom is fully occupied. 
A considerable portion of our stock is displayed along the 
aisle leading to the salesroom in wall and show cases. 

We always endeavor to interest customers in sterling 
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OF CUSTOMERS AIDS SALES” 


flatware. Many seem to think that sterling is far beyond 
their means. Our records show that approximately 85 
per cent of our customers purchase sterling silver. Nat- 
urally we carry the nationally advertised designs and 
have many calls for them. We have found it good 
policy to urge our customers to buy substantial patterns 
and point out that there is little chance of such patterns 
being discontinued in the near future. Our experience 
has been that when our advice has been followed confi- 
dence in the store is created. 


, customers insist 
on something different in flatware. If we cannot suit 
them from our stock of sterling we offer them the services 
of our craftsmen to design something suitable. We also 
extend this service to those buying tea sets or hollow- 
ware. A good percentage avail themselves of this service. 
It has proved good advertising for us as these people 
take pride in telling their friends that the design which 
they purchased was specially created for them by the 
company. 

Still another type of customer is the one who brings 
us a discontinued pattern to be duplicated. In some 
instances it is possible to interest the purchaser in a dif- 
ferent pattern but with those who are insistent on dupli- 
cation we do our utmost to comply with their wishes. 
Very frequently this takes up considerable time and in- 
variably requires tact, but it pays because of the satisfac- 
tion it creates. 

On all orders for special flatware patterns we make 











“We give the same attention to a customer 
whether he or she wishes to purchase one 
piece or a complete service,” says Mr. 
Porter. “The great majority of our cus- 
tomers we know by name and always ad- 
dress them in that way. It creates a friendly © 
feeling immediately and is just one more 
link in the chain of goodwill that binds the 
customer to us.” 








it a point to give the quickest possible service consistent 
with good workmanship. People placing such orders are 
invariably anxious to see the completed work and are 
impatient at unnecessary delay. We take particular pains 
to see that our stock is free from tarnish as it may have 
a tendency to create a bad impression on a customer. 
We are finding an increased call for goblets at the 
present time. Many people ask for crystal, explaining 
that it is attractive. In selling sterling silver goblets we 
(Turn to Page 109) 
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A window display of silverware which attracted unusual attention and increased sales at the Webb C. Ball Co’s store. 


‘THE JEWELERS’ CIRCULAR 
for November, 1933 


39 

















Do your part 
to help 
Recovery 

by 


Buying now 
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Buy Prosperity 
by Spending 


Tie United States 

Government is giving to American industry “the big 

push” and the advice has gone out from Washington that 
“now is the time to buy.” 

“Spending the country back to prosperity” is the spirit 













Giving Industry a Helping Hand 


Buy Now 
to be 
Thrifty 


We all 
cheer for 
Recovery. 

How much 
do we Buy? 
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behind this great undertaking which has already increased 
sales in every section of the country. 

The official idea is to keep money flowing throughout 
the country. 
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iamond Industry” 


Review for 1932 


By 


Sydney H. Ball, Mining Geologist 


Ep1tor’s Nore. 


(Continued from the August issue) 


South African Cutting Industry 


The cutting industry of South Africa, the apple of the 
Nationalist Government’s eye, had hard sledding, a result 
not surprising to one conversant with the comparative wage- 
scales and cost of living in either Antwerp or Amsterdam and 
South Africa. Had the competition with South Africa’s best 
consumers of her rough,-the cutting establishments of Antwerp 
and Amsterdam, been equal, the establishment of a South 
African cutting industry would have been unpopular over 
seas, but sponsored as it was by Government subsidies and 
other advantages, the South African cutting industry became 
highly objectionable to the cutters of Antwerp and Amsterdam. 
In February, the cutting works of Rosenstrauch Bros. and 
Korbf, at Kimberley, shut down and in mid-February it was 
reported that the government had contracted with I. W. 
Schlesinger, a South African film magnate, to operate this 
diamond-cutting plant. For this he was, according to rumor, 
to be permitted to work several rich Namaqualand deposits. 
Were these conditions true, Mr. Schlesinger would sell in 
competition with the Corporation and a price war might re- 
sult. The government, however, categorically denied that the 
right to work any government diamondiferous had been granted 
any individual. In May, Mr. Schlesinger withdrew from the 
diamond-cutting agreement and negotiations broke down, he 
having finally decided that the cutting plan could not be 
run at a profit. He offered the plant to the government or 
their nominee at the same price and on the same terms at 
which he had acquired it. The cost of the attempt by the 
government to foster a South African cutting industry is now 
apparent. The payroll of the few hundred cutters is in- 
significant in comparison to the loss in taxes by the government 
due to the paralysis of the South African diamond mining 
industry. Naturally the attempt to establish a cutting industry 
did not shut down the mines, but it was at least a factor. 

In the summer some of the South African cutting shops re- 
opened on a restricted scale and by offering large cut stones 
slightly below European prices (and South Africa can only af- 
ford to cut large rough) kept large cut in the fall from ad- 
vancing in price as much as small. In May the largest dia- 
mond cutting factory in the Union, that of Messrs. Rozelaars, 
at Wynberg, shut down, sixty-one employees being let out, but 
later it was reported that it and the West End cutting factory 
at Kimberley were to be reopened on a restricted scale. Un- 
savory rumors appeared in May as to the role played by cer- 
tain politicians in getting certain cutting agreements through 
Parliament a year or so ago. It would appear likely that the 
South African cutting industry is doomed, although at the year 
end it was operating on a restricted scale. 
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Nc _ Though one of the products hardest hit by the depression, diamonds have 
held their position in the world industry much better than many staples, not to speak of 
most stocks and bonds, and the position of the diamond market considering everything is 
unusually strong at the present time, owing to the actual scarcity of the fine finished 
product and the increasing demand that is looked for all over the world. 

The reasons for this condition are well shown in the “Review of the Diamond Industry 
for 1932” made by Sydney H. Ball, the eminent mining geologist, and brought out this 
year as previously under the auspices of the National Jewelers Publicity Association. 
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SYDNEY H. BALL 


In November, 1931, there were in South Africa 31 cutting 
establishments with 37 licensed cutters and 200 apprentices. In 
that month, 5,368.42 carats were cut worth £98,119, or per carat 
$89.02. In February, 1932, the number of apprentices had failen 
to 152. 

Imports of cut stones into the United States from Africa: 


Year Carats Gross Value Value Per 
eee 4,175 $621,840 $148.9 
0 3,801 542,743 142.80 
eee + 2,062 250,073 121.22 
Fea atte 642 73,520 114.52 
RELATION OF THE SOUTH AFRICAN GOVERNMENT AND THE DIAMOND 
PRODUCERS 


The Union of South Africa derives much revenue from its 
diamond deposits, nearly £25,000,000 in the last quarter of a 
century. In 1931 the State alluvial diamonds yielded £791,949 
and taxation on other diamonds £680,203. Government taxes 
are based on sales, not production, so that revenue will continue 
to some extent even with the mines shut down. 

Differences have always existed between the South African 
government officials and the business men who direct the larger 
South African mines. The discovery of the Lichtenberg fields 
in 1926 created a large number of new diggers each with a 
vote and a demand that further alluvial fields be declared. In 
1932, the differences were accentuated as on the one hand the 
government faced a falling revenue and on the other the mine 
executive had weighty financial worries. 

The fact that South Africa remained on the gold standard 
did not lighten the producer’s loads. 

As a result of an attack on the government diamond policy 
by Sir Ernest Oppenheimer, chairman of DeBeers and also a 
member of the South African Parliament, Mr. A. P. Fourie, 
Minister of Mines, in March appointed a commission to in- 
vestigate the diamond industry consisting of Judge Gardiner, 
Mr. Ross Frames, a former DeBeers chairman, and Mr. F. W. 
Beyers, ex-Minister for Mines. They were to study the dia- 
mond industry in all its aspects and particularly as to the pro- 
posed closing down_of the mines. The Associated Diamond 
Companies objected to Messrs. Beyers and Ross Frames serving 
on the commission, holding that as members of the Diamond 
Advisory Board they would sit in judgment on their own advice 
to the government. DeBeers requested them to resign without 
results. The commission’s sittings were abruptly terminated in 
May by the withdrawal of the diamond companies representa- 
tives who declined to submit voluntarily to the jurisdiction of 
the commission. Late in May the commissioners resigned, and 
to date no new appointments have been made. 

Sir Ernest Oppenheimer also stated that the government had 
neglected to call in July, 1929, as he had suggested, a conference 
on the diamond industry, but instead had named an advisory 

(Turn to Page 47) 
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Where Diamonds Are Mined— 
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The above illustration shows a market in the vicinity of one of the well- 
known South African mining centers. Here diamond miners bring their 
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J. Blitz wares and purchase the necessities of life. _ 
82 Bowery Note: each diamond buyer occupies a shanty above which flies their own 2 
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AR more important than mining is 
F:. finishing of the diamonds, 
making it a lustrous, attractive 
and valuable jewel. 
Art and expert workmanship only can 
bring forth the beauty and brilliancy 
which rough diamonds possess. 
The American Diamond cutters rep- 
resent the most skilled artisans in this 
remarkably specialized profession. 
Their work bears a true mark of per- 
fection which places American cut dia- 
monds in a class by themselves. 
To be sure that you buy the best 


BUY YOUR DIAMONDS FROM 
AMERICAN MANUFACTURERS 


THERE IS ALWAYS A MARKET 
FOR DIAMONDS 





UNITED DIAMOND 


Manufacturers’ Association, inc. 


Whose purpose is to promote the interests of the 
diamond industry. 
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The new home of Marcus & Co., 671 
Fifth Ave., New York. The windows 
are designed to represent miniature 
stages, on which are portrayed the 
drama of precious jewels. This pic- 
ture shows the aluminum mesh cur- 
tains as they are drawn automaticaily, 
late each night. 


Photo by Mattie Edwards Hewitt 


Setting the Stage with Jewels 


The window below shows “Precious 
Pyramids of Emeralds,” a display which 
exploits the green beauty of $250,000 


I he honor of having of jewels, all emeralds. The hexagonal 
. : i : columns are replicas in large size of the 
introduced full-fledged dramatic art to window displays natural form in which the emerald is 


belongs to Marcus & Co., jewelers, now in their new found. The inset gives a view of the 
quarters at 671 Fifth Ave., New York, and to W. B. ome ne —— panei 
Okie, Jr., in charge of displays. To the passerby the 

front of the new store presents the effect of two minia- 

ture stages, with curtains, proscenium, lighting, and 

cyclorama in the background. The resteof the window 

is masked from view by gleaming duraluminum, and at 

(Turn to Page 61) 
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Established 1866 


L&M Kohné@. 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 





Cutting Works: Antwerp—48 Rue Simons 


Amsterdam—33 Sarphatistraat 
64 West 48th Street London—23 Holborn Viaduet 
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Diamond Industry Review 
(From Page 43) 


committee to assist the Minister for Mines. This committee he 
claimed had greatly delayed the drafting and approval of the 
producers quota sales agreement, finally signed on December 
13 and 19, 1930. He added that necessary notice had been 
given of the mines shut-down and that after this announce- 
ment the mines had offered to continue provided their own sales 
covered operating costs. The producers also requested the 
government to restrict sales from the State diggings to operating 
costs. The government’s answer to these requests was con- 
sidered by them unsatisfactory and the producers, believing in 
an identic policy for private and state mines, withdrew their 
offer. Sir Ernest bitterly complained of the unsympathetic atti- 
tude of the government in trying to build new State mining 
settlements at the expense of old well-established diamond 
mining cities. 

When announced that the mines would shut down on March 
31, 1932, the government expressed both surprise and annoyance 
but the Inter-Producers Agreement approved by the govern- 
ment, which requires six months written notice of a shut-down 
to the government and company employees was requested by 
arrangements entered into with the government in the sum- 
mer of 1931. 

One of the complaints of the producers made early in the 
year was that a number of illicit stones were reaching the 
market, operating against its recovery. Such amounts in years 
of normal sales would be inconsequential, but at present they 
represent a fair proportion of the sales. Certain of the alluvial 
fields are doubtless lower cost producers than the pipes, and the 
producers held that, as a Namaqualand producer, the govern- 
ment had become a direct competitor of the allied producers and 
one not willing to curtail. Further they held that sufficient 
energy had not been exercised by the government in suppressing 
the I. D. B. (Illicit Diamond Buyers) and the appearance in 
the market of their wares. Curtailment now in force will auto- 
matically cut down the illicit trade somewhat as stealing is 
done during the process of recovering diamonds and the field 
for it is now restricted. Thievery has been particularly rampant 
in Namaqualand, facilitated by the exploitation methods em- 
ployed there. The Union Officials claim they are attempting in 
every way to stamp out the evil. Further, State fostering of 
a South Africa cutting industry was considered by the pro- 
ducers inexpedient. 

With the passing of the Schlesinger incident in May (see 
“Cutting”), the position appeared cleared for a complete under- 
standing between the Union Government and the Diamond 
Corporation and the Producers. As one of the factors depress- 
ing prices has been the friction between the government and 
the producers, the present situation seems hopeful. The agree- 
ment of the government to sell at Corporation prices; the de- 
creasing Namaqualand production; the more definite stand 
against the I.D.B. and the small scale of South African cut- 
ting are all helpful signs of better agreement between the gov- 
ernment and the producers at the end of 1932. 


CORPORATION’S AND OTHER STOCKS AND SALES 


Up to 1927 consumption more than equalled production, but 
from then to the present time, due to Lichtenburg and Nama- 
qualand, stocks have grown. 

Early in 1932 the diamond stocks held by the Corporation, 
the South African producers, the South African Government, 
producers in other countries, and the cutters in Antwerp and 
Amsterdam, were worth approximately $100,000,000. That the 
Corporation stock is large is evidenced by Sir Ernest Oppen- 
heimer’s statement early in March, 1932, that the Diamond 
Corporation had found over £13,000,000 to finance its accumu- 
lated stocks. The retail jewelers both in America and in Eng- 
land on the other hand probably never had such small stocks 
on "hand, and if business picked up they would necessarily 
come into the market at once so that the actual stocks are less 
than they appear and only about six or ten months’ supply 
more than normally carried. The Corporation to transact its 
business satisfactorily must necessarily always have on hand 
a reasonable supply. The stocks do not seem unusually large 
in view of the value of diamonds already owned in the United 
States, estimated some years ago at $4,000,000,000. 

(To be continued) 


THE JEWELERS’ CIRCULAR 
for November, 1933 


Star Sapphires 
Emerald Cut 
Avere Marquise 
Diamonds — 
laste arcliers 
Rubies 
Cats-eyes 
Pearls — 


With a large stock of 
Precious Stones always on hand 
we are prepared at any time 
to cooperate with you on 
whatever calls you may have. 


JEROME RICHHEIMER 
608 Fifth Ave., New York 


Telephone 
Bryant 9-9553 
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Rosenthal & Kaplan 


Manufacturing Jewelers 


Since 1905 
IS JOHN STREET NEW YORK 
PHONE CORTLANDT 7-2039 
REPRESENTATIVES 
ARTHUR FEISS pant aa 
ae AND METROPOLITAN 








A REAL 
OPPORTUNITY 


Cooperating with their plan for 
a chapter in every trade area 
and for the preparation of a 
sufficient number of jewelers as 
additional 


CHARTER 
MEMBERS 


OF THE 


GEM SOCIETIES 
OF AMERICA 


(organized for study and busi 





The G.L.A. offers a limited num- 
ber of its $54 preparatory 
courses, which lead to charter 
membership at 40% discount, 
or only $2.70 per month for 
twelve months. 





ns ERTIFIED. 1 


eacem 


EMOLOGIST< 





Such charter members may, if 
desired, then obtain full $54 
credit upon course leading to 
the above sign. 


Offer limited in numbers and time 
Write today 


GEMOLOGICAL INSTITUTE 
OF AMERICA 


3511 West Sixth Street © 
Los Angeles, California 
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New York Diamond Importer Reports 
Trade Improvement 


A New York diamond importer calls attention to the 
fact that one of the signs of better business conditions is 
the improvement in the diamond market. In times of 
depressions the diamond industry is naturally one of the 
first to suffer. Not only does the demand for this article 
drop off very sharply, but prices are further affected by 
the selling of diamonds by overextended dealers at distress 
prices. Furthermore, individuals who are confronted 
with financial difficulties, find in the sale of their diamonds 
a means to tide themselves over a trying period, thereby 
adding to an already depressed market a further supply 
of merchandise to be absorbed. 

Even though the prices realized by such persons from 
the sale of such articles are substantially less than in 
normal times, the past few years have demonstrated that 
these very diamonds were the only articles purchased 
during good times that had a substantial salvage value, 
and their owners were happy indeed that they had 
invested some of their surplus cash during better days 
in jewelry rather than in any other commodity whose 
second hand value was negligible. 

The low point in diamond prices was reached early 
this year. By that time most of the so-called distress 
merchandise had been absorbed and when dealers found 
themselves in need of diamonds to replenish their depleted 
stocks, they soon discovered that desirable goods were 
extremely scarce, and that it would cost them consid- 
erably more to import or cut these goods than the prices 
to which they had become accustomed. 

Shortly thereafter the gold standard was abandoned 
and the exchange value of the dollar began to decline. 
All diamonds are bought in Europe on a gold basis and 
prices immediately started to soar as the dollar dipped. 
It soon became apparent that diamonds, after all, were 
a first class investment, and the business which had been 
dormant for almost three years developed a very decided 
activity. As the dealers, however, sold what little mer- 
chandise they had available, they found that their replace- 
ment cost was higher than the prices which they had 
realized. 

The reason for this was that, while all the selling at 
low prices was taking place, the Diamond Corporation in 
London, which controls probably 90 per cent of the dia- 
mond output, had consistently refused to be swayed by 
the selling hysteria and had steadfastly maintained its 
scale of prices. True, these prices were not as high as 
during the boom times, but they were substantially higher. 
than the levels at which the floating supply had been sold. 

In the meantime the Corporation (or Syndicate, as it 
used to be called) had materially strengthened its posi- 
tion. Arrangements had been made with the producing 
companies whereby the Corporation was not compelled 
to buy from the mining companies any more merchandise 
than it sold. It therefore did not have to increase its 
investment by virtue of any contracts that had previously 
been made to market the output of the mines. 

Arrangements have also been concluded with the South 
African Government which controls part of the diamond 
production. The South African diamond cutters had 
been buying diamonds from the government at prices 
lower than those charged by the Corporation. Under 
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present arrangements all government goods now sold in 
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PRECIOUS STONE JEWELRY 


BRACELETS of Distinction 
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Smartly Exclusive Creations at 
Notably Inexpensive Prices . . . 


JADE - CARNELIAN - AMETHYST - LAPIS 
CORAL - TURQUOISE - ROSE QUARTZ - TOPAZ 


Walter Lampl 


Creators of the Unusual—As Usual 
Precious Stone Jewelry, Gold & Platinum Chains 


20 W. 47th ST. NEW YORK 


(Member Fashion Jewelers Assn.) 


















PROVEN LEADERS 





Authorized Distributors 
1847 ROGERS BROS. 
Stock on Hand—all designs 





“JEROME’’—A jeweled wrist watch by 
NEW HAVEN—Chrome case. $3.42 


No. 4910. SUGAR, CREAM and TRAY 
Good capacity, silver plated and gold lined. $2.80 





NOVEMBER SALE of TUDOR PLATE 
26 piece sets with Stainless Knives—any design. 


$6.07 





No. 150. COVERED VEGETABLE DISH 
One of the best items in the smart salable 
BRUCE-HUNT line of chromium on copper. 


J. W. JOHNSON 


14 Maiden Lane Silverware 1 West 47th St. 
Rector 2-3290 Since 1869 Bryant 9-6683 
NEW YORK 


$2.75 


The above Deaters’ Prices are subject 
to change without notice 
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HAMI LTON: 


lj 44477 


Perhaps you, too, have waited to 
fill in your stock of Hamilton 
Watches. Don’t put it off another | 
day. There is still time to order 
America’s finest high-grade time- 
pieces for the Holiday selling sea- 
son. Place your Hamilton order 
now! Orders on hand forecast a 


pre-Christmas shortage. 


During October, November and 
December, 20,000,000 individual 
Hamilton Watch advertisements 
in five leading national maga- 
zines will be at work selling the — 
idea of spending a goodly por- 
tion of the Christmas budget in 
jewelry stores. You will get your 
share of this business if you 
have the watches. Be sure you 


do! 








Lancaster, Pennsylvania 


hamilton 








The Watch of Tiailroad CAccuracy 
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Africa are sold only in the Corporation’s offices in Africa 
and only at the same prices as those sold by the Corpo- 
ration in London. The flow of cheap diamonds cut in 
Africa has therefore also been stopped. 

It would therefore appear that the diamond situation 
has improved to a very marked degree and that the buying 
of diamonds at a fraction of their value is a thing of 


the past. 


Diamonds Increase in Price 
Lonpon, Oct. 11.—The belief that the values of good 


diamonds are going to be maintained (if not increased) 
despite the uncertainties attaching to the franc, the dollar 
and the pound, is mainly responsible for the improved 
demand for good quality stones which are now some 20 
per cent dearer than a few months back. 

Wholesale manufacturine houses needing new goods 
for the Christmas trade are finding good diamonds very 
much higher in price this fall. Dealers in precious stones 
say that the demand for the highest grade diamonds is 
increasing steadily and that an important factor in this 
upward movement is the new speculative element stimu- 
lated by the uncertainty of the exchange markets. The 
best stones are being purchased as an investment, the deal- 
ers say. ‘The effect of this is to make the better quality 
diamonds higher in price to the manufacturing jeweler. 

Dealer reports of improving demand for diamonds are 
borne out by the bigger shipments of diamonds from 
South Africa. An interesting feature of the wholesale 
jewelry trade in the metropolis is a revival in demand 
that is revealing a dearth of skilled craftsmen. High 








class workmen in jewelry lines are in short demand. 
During the depression firms had to reduce their working 
staffs and many good craftsmen drifted away from the 
industry. Now that firms are anxious to increase their 
staffs again the old craftsmen are not readily available. 

Business in diamonds has been complicated somewhat 
lately by the fluctuation in foreign exchange. According 
to Backes & Strauss the stocks of loose diamonds held in 
Britain had been allowed to dwindle very considerably 
and, with better business developing, are too small now 
to meet requirements. New goods being imported from 
Belgium or Holland to replenish these shrinking stocks 
are coming over at much higher prices than buyers have 
been accustomed to pay, and a certain hesitancy is a con- 
sequence. That prices will be still higher is certain. 

Large brilliants of three carats and over continue to 
be in active demand provided the color is really good, 
but the supply is very limited and is likely to remain so 
for some time. 





Diamond Imports Larger 

According to an Associated Press dispatch from Wash- 
ington, D. C., on Oct. 26, published in the World-Tele- 
gram—the United States bought more diamonds in Sep- 
tember than in any month since November, 1930. 

Department of Commerce figures released on the above 
date showed that exports from Amsterdam to the Ameri- 
can market aggregated 7170 carats valued at $376,000. 
Diamond shipments increased steadily since the be- 
ginning of the year. The department attributed the in- 
creased demand in part to a growing tendency to invest 
in them. 





Pearls for Rings—Necklaces, any length 
Scarf Pins—Shirt Studs 








65 Nassau St., New York 


“The Pearl House” 
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W hy sell 


“orphans? 


YOU know that the future of your business 
depends on what you sell, and how you sell it. But do you realize how, in 
sterling silverware, the sale of discontinued patterns may prove a handicap ? 


They have no background — nothing to build on. Nothing to bring the 


customer back for more. 


In selling Gorham Sterling you have everything to promote satisfied 
customers: 


4. lets tradition and world-wide prestige. 5. The convenience of buying a single piece ora 
complete service—of obtaining extra pieces at 


2. lts artistry and craftsmanship, which stand supreme. 
any time—even 25, 50, 75, or 100 years later. 


3. The most complete range of sterling patterns in 
America. 6. Gorham hollowzware to harmonize: with 


4. The assurance that each customer may find the each flat-ware pattern. 
pattern of her choice. 


These things count in good-will for you and what you sell. Point them 


out to customers. It pays in added volume. : 


STERLING 


De GORHAM @ 


ind -- SINCE 183? 






4 


AMERICA’S LEADING SILVERSMITHS. 
MAKERS OF EVERYTHING IN STERLING 


SILVER, BRONZE & GOLD. 
SPECIAL COMMISSIONS SOLICITED. 


6 West 48th St., New York City 10 South Wabash Ave., Chieago 140 Geary St., San Franciseo 
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Sell More lrophies 


te retail jeweler 


who makes a year round trophy selling drive will find 
that his results are not only profitable in that particular 
department of his store but that many new prospects 
who may become customers for other merchandise are at- 
tracted to the store. ‘Then again every trophy sold is a 
permanent advertisement. 

Here are some suggestions in building up a trophy 
business : 

Place the trophy department in charge of one 
person. 

Bear in mind that this business must be solicited. 
It will not come in. until you have become known 
as a trophy dealer. Even then it must be constantly 
solicited. 

Read daily newspapers and magazines on golf, 
motor boating, polo, horse shows, etc., for coming 
events. 

Arrange a table with a selection of suitable 
trophies and suggest inspection by purchasing com- 
mittees. 

Use window displays of trophies for coming events 
with suitable cards telling about them. 


The Hawthorne trophy shown at the top of this page 
was won in 1933 by Equipoise at one of the outstanding 
turf events in the midwestern states. This is an annual 
event at the historic Hawthorne track in Chicago. The 
trophy is made of 14k gold and is approximately 15 inches 
high including the Pedrara onyx pedestal. It was made 
by the A. C. Rehberger Co., Chicago. 

The miniature sterling gilt replica of the yacht Revenge 
is another artistic creation. It is owned by Mrs. George 
Lauder 3d and was furnished by Charlton & Co. and 
made by Pedersen, Frankel & Schanfein, New York. 

The beautiful hospitality set shown in the center illus- 
tration herewith was made for the palatial yacht 





The Hawthorne Trophy 


Capronia, owned by Grover C. Richards of the Portland, 
Me., Yacht Club. This particular design uses the Nep- 
tune motif, which nautical effect is carried into the goblets 
and the waiter as well as the shaker, and is one of a 
number created by Percy Ball designer for the Watson 
Co., Attleboro, Mass. 

The unusual solid bronze athletic tablet also shown 
in the illustration on this page, which has been on exhibi- 
tion at the store of the Bailey, Banks & Biddle Co., Phila- 
delphia, was made for the U. S. Military Academy at 
West Point. The tablet measures 30 by 40 inches and 
will record the names of outstanding athletes. 

The field for trophy sales is wide and the alert jeweler 
should not neglect this opportunity. 























Silver model of the yacht “Revenge” 
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Hospitality set made for yacht “Capronia” 


Athletic tablet for U. S. Military Academy 
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Famous stars appearing in M-G-M’s “Dinner at Eight” 


PUITLE 


Se ee — J, 110 


ONSLOW 


SERVES 


DINNER AT EIGHT 


We feel very proud that such artists as Hobe Erwin and Fred Hope selected our 
beautiful Onslow flatware service for one of their latest and most successful pic- 


tures—"Dinner at Eight." 
This exclusive pattern with its scroll head and deeply carved lines was "Created" 


from an exquisite old spoon, made in England during the reign of George Il, and 
was known as Onslow—probably named after Arthur Onslow, Speaker of the 


House of Commons at that time. 

Having the qualities of all Tuttle productions, the exquisite sweep of the grace- 
ful lines of this pattern combined with its substantia weight makes it the out- 
standing pattern of the day. 


















Send for a few pieces of Onslow when "Dinner at Eight" comes to your city (ERY 
(83) that you may have a window display which will result in EA 
K IE year of 
PINE TREE BETTER SALES BETTER PRICES hain 
and 
Makers of 
st of BETTER BUSINESS Aberdeen 
(Our Newest) ‘ Charles II 
a Hannah Hull 
jew avd ‘Cuttle obkver a uth Windsor Castle 
Queen Anne Basket of Flowers 
Paul Lamerie are the 
Hester Boltman 
Miicherians f dadaaiow 
TUTTLE SILVER CO. 
ESTD. BOSTON 1890 
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Silverware Manufacturers’ Code Hearing 


WasHINGTON, D. C.—Demand was made on the part 
of organized labor that employees’ right to strike be 
embodied as a provision of the silverware manufacturing 
NRA code at the hearing held here Oct. 2 before Deputy 
Administrator R. B. Paddock at the Washington Hotel. 

This demand was made by Harry Sacher, attorney 
representing the Steel and Metal Workers Industrial 
Union. It was supported categorically by Samuel Beards- 
ley, representative of the NRA Advisory Board, whose 
opinion regarding the controverted question was sought 
by the deputy. 

The code for the industry was presented by E. C. 
Mayo, executive chairman of the Silverware Manufac- 
turers Institute. After pointing out that his organiza- 
tion represented more than 90 per cent of the industry, 
whose various trades numbered some of the oldest manu- 
facturing businesses in the country, Mr. Mayo offered a 
prepared brief defending the code’s request for a maxi- 
mum work week of 40 hours averaged over a six months’ 
period, and for a minimum wage of 35 cents an hour. 
The witness testified that silverware formerly was en- 
tirely hand wrought, and that even now the industry 
was not highly mechanized and one skilled craftsman was 
required for each additional worker employed. A survey 
’ of one large plant, he declared, showed that the average 
age of silversmiths employed was 53 years, and that die- 
sinkers averaged 57 years of age. More than 60 per 
cent of all skilled workers in one large plant, he stated, 
had been continuously employed by that company for 
more than 25 years. 

His testimony regarding the shortage of skilled help 
was borne out by other witnesses who included Sinclair 
Weeks, W. A. Kinsman, Everett Stevens, P. B. Noyes, 
Wallace Kenyon, and Mr. Rice, the latter representing 
Bernard Rice Sons Co., of New York. 

In response to a question by Deputy Paddock whether 
it were not possible for the silverware industry to make 
use of some of the great number of unemployed workers 
normally attached to the jewelry industry, Mr. Rice 
testified that these workers could not be used, inasmuch 
as operations in the two industries were so widely dif- 
ferent. In this statement he was sustained by testimony 
of Messrs. Noyes, and Kenyon. 


Exceptions to the hour and wage provisions of the 


code were voiced by Harry D. Kaufman, representing 
the Schofield Co., Baltimore Md. He stated that his 
firm always had enough work to keep its skilled employees 
_ working on a 48-hour weekly schedule, and that the 

shortage of skilled labor would make a 40-hour maximum 
week impossible in Baltimore. 

Mr. Sacher argued that a 35-hour week would be 
ample to take care of all production needs. He offered an 
amendment to strike out a provision in the code’s labor 
section which would make employment or advancement 
of workers “on the basis of individual merit,” and would 
substitute therefor a specific provision giving workers the 
right to strike. As further amendments, he asked the 
elimination of all piece work and .a. guarantee of not less 
than 40 weeks of continuous employment per year for 
each worker. 
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At this point Deputy Paddock called upon Mr. Beards- 
ley for his view of these suggested amendments. The 
witness stated that “guaranteed employment” would be 
very acceptable to labor, and expressed the belief that it 
could be brought about if employers and representatives 
of labor would get together. He stated that organized 
labor was opposed unqualifiedly to piece work, and that 
a guarantee of the right to strike would be included in 
the code “in so many words.” 

H. B. O’Brien, representative of the NRA Industrial 
Advisory Board, was asked by Deputy Paddock for an 
expression on these controverted points, and replied that 
guaranteed employment would be desirable from the 
manufacturer’s standpoint if production could be suffi- 
ciently spread out. He doubted, however, whether this 
could be accomplished. He felt that abolition of the 
piece-work system would be unfair to the better work- 
man, since his more skilled efforts would not be properly 
compensated. Regarding the matter of strikes, the wit- 
ness stated these often worked hardships on otherwise 
satisfied employes, “and seldom settled anything.” 

William Karlin, attorney for the International Jewelry 
Workers Union, filed numerous objections to the code as 
proposed, and offered a number of amendments setting 
forth the views of his branch of organized labor. He 
objected to postponing the effective date of the code for 
a longer time than the first Monday following its ap- 
proval by the President, and asked that the sections of 
the code which attempted to interpret or qualify section 
7A of the NIRA be stricken out. In this request he 
had the assent of Deputy Paddock, who stated that the 
President had ruled that such language be removed from 
all future codes. 

Mr. Karlin offered amendments which would establish 
a 30-hour maximum work week of five days with one 
shift, with 10 hours overtime a week permissible in busy 
seasons, this to be paid for at the rate of time and one- 
half. The amendments specified a minimum wage of 
$40 per week for all manufacturing employes, $22 per 
week for unskilled workers, and a graduated minimum 
for apprentices ranging from $15 a week for the first 
year to $30 per week for the third. The union amend- 
ments also sought to establish 18 years as the maximum 
for child labor and to abolish both piece work and home 
work, 

A request for a differential in wages for southern 
workers was voiced by Mr. Busby, representing the 
Raleigh Silver Mfg. Co. of Norfolk, Va. He stated 
that his organization has sustained a loss since adopting 
a modified presidential reemployment agreement, and he 
asked that the southern wage rate be established at 35 
cents an hour for males and 30 cents for females, unless 
the wages paid on July 15, 1929, were less, in ;which case 
the minimum wage should be 30 cents for males and 25 
cents for females. 

Excepting to this request, Mr. Karlin stated that labor 
was opposed to differentials and that a differential for 
the South would result in unfair competition for firms in 
other localities. 

At the request of Deputy Paddock, Mr. Mayo agreed 
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for the code proponents that its effective date should be 
the first Monday following presidential approval and 
that a limited probationary period of three months for 
learners would be acceptable. 

Following a report by Mr. Beardsley setting forth 
labor’s views on testimony previously adduced, the hear- 
ing was adjourned. 





Hearing on Medium and Low Priced Jewelry Code 
(From Page 35) 


himself as greatly impressed by the procedure employed 
to solve America’s unemployment situation, and stated 
that this country probably was wise in attempting to 
forego a prolonged struggle toward recovery. He warned, 
however, that unless conscientious and firm jurisdiction 
was maintained, the opponent of progress will begin to 
experience distress for the first time and that “then the 
real struggle will be on.” When that attack on present 
means of recovery is made, he declared, not only the 
workers but also the great middle classes must stand 
shoulder to shoulder to maintain the government. He 
predicted that higher taxation, as in England, would fol- 
low a reduction in hours of work and an increase in 
wages, and stated the only regret of England who “is 
watching with keen eyes your progress” was that the 
American movement toward recovery was not interna- 
tional in its scope. He concluded by paying a tribute to 
President Roosevelt. 

Following testimony by J. D. Koch of the National 
Association of Scholastic Jewelers, that a majority of 
public school superintendents interviewed by his associa- 
tion had expressed themselves as opposed to price fixing, 
William Karlin, representing the International Jewelry 
Workers Union, offered a number of amendments to the 
code on behalf of organized labor. 

First of these would make the code apply to manu- 
facturers of products of a fineness of less than ten-karat 
gold, and would define specifically various types of 
workers within the industry. 

In the matter of maximum hours, Mr. Karlin proposed 
a week of 30 hours for all except clerical and shipping 
employees with an allowance of ten hours overtime per 
week durjng peak seasons. He weuld abolish piecework, 
except for setters, and limit employees to one shift a day. 

Mr. Karlin’s wage proposal was in the form of a scale 
taking into account various classifications by crafts, and 
setting forth minimum rates ranging from $22 per week 
for unskilled labor to $30 per week for jewelers and $48 
for tool and die makers. Setters would be paid per stone, 
according to an elaborate table of rates filed with the 
Deputy. Child labor below the age of 18 was prohibited, 
and provision was made for paying apprentices a mini- 
mum of $15 per week during their first year. 

After asking for representation of labor on any code 
authority established for the industry, Mr. Karlin pre 
semed a supporting brief in which he charged that during 
the first seven months of this year the average employ 
ment within the industry was less than 50 per cont, He 
stated that in Massachusetts where a great deal of low 
priced jewelry is produced there were two sucoemive 
months, July and August 1952, “when the percentage of 
full-time workers amounted to only one-tenth of one per 
cont of the number on the payroll.” 
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“TROUBADOUR” 
In Sterling Silver 





Price lists and complete information 
about the many advantages of this pat- 
tern mailed on request. 
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THE NEW 1934) 


QUALITY BOOK 
New Merchandise 
for the New Market 


WHOLESALE 
Wa SANS Y: 
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Our new catalogue just off the press 
contains the latest offerings in 
WATCHES JEWELRY NOVELTIES CLOCKS 
TOILETWARE SILVERWARE LEATHERGOODS 
and the newest creations in 
DIAMOND JEWELRY 

Although the Quality Book contains the latest prices we have 
kept them low that you may make the most of the opportunities 
offered by today’s market. 
We look forward to a better Christmas Business than any ex- 
perienced by the jewelry industry during the past four years. 
The retailer with sufficient stock will benefit the most. However, 
in the event your stock is inadequate to fill any particular de- 
mand, use our catalogue to sell from. Write, phone or wire 


your order for prompt service. WE ARE READY! 


MAIL THIS COUPON TODAY 


' 
' 
AISENSTEIN & Gorpon, INc. 
712-714 Sansom St., ‘ 
Philadelphia, Pa. 
' 
' 
' 
' 
' 


Please send me your 1934 Catalogue prepaid. 








SILVER PLATED 


HOLLOWWARE 
FACTORY 


For Sale 


Completely modern equipped fac- 
tory, machine shop, everything 
necessary for immediate operation, 
including 25,000 pounds of metal, 
dies, and exclusive processes, to- 
gether with a well and favorably 
known trade name will be sold at 
a bargain. 

Located in Illinois, about 35 miles 
from Chicago. Very low rental 
and experienced (open shop) labor 
available. 


Address “Factory, 725,” care of 
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367 West Adams St., Chicago, III. 
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‘ Plan Your Holiday Campaign 


(From Page 37) 


to mail and they help to bring shoppers into your store, 
just as much as letters will, and besides they have the 
convenience of being slipped into one’s pocket readily or 
into a woman’s purse. By sending out post cards (or 
letters) once a week regularly, you can bring more shop- 
pers into your store, since the message is direct and per- 
sonal. 

But don’t wait for the parade to start in your direc- 
tion. ‘Take you store to the people. 


“Easy to Choose,” “Gifts for Every Man’s (Woman), 
etc., Christmas,” etc. 

Feature early Xmas shopping in all of your advertising, 
and tell them this is the logical time to make selections— 
“why not scratch a few names from your gift list by 
making selections from this page. Prices are reasonable, 
collections complete. You will enjoy choosing them while 
assortments are at their fullest.” 

Make from one to six concrete gift suggestions in each 
corner of your ad, letter or post card, each gift item 
attractively illustrated to promote desire to own it, but 


ween 












































" ; pon , doing it in such a way that six or more concrete gift i 
You can plan a series of mailing pieces, booklets, circu- oie ; - 
suggestions are thrown out on each advertising page, . 
lars, letters, post cards, and send them out every week or ens Saya Sie oe 
Pim | Chris : N letter, post card, circular, etc. Select your most attrac- ; 
seal ea aper ae z genes — lo ae saestpictien tive gift items. Run an alphabet of gift suggestions, or : 
woe cgi Reve release should carry an _ run them in 1-2-3 fashion with a punch that will pull i 
esting selling story o half a dozen of the most attractive business. In general, follow a plan, such as: 
gift items you can think of, and these should be played ‘ . eos : 
‘ : ‘ . 1. Make it easy to select useful gifts, especially those intimate : 
up in a strong inducive way. Above all, make your gifts for any one in the family. 
printed matter easy to read. Show pictures of your gift 2. Feature the fact that the name of your store on any article 
items in their most fetching poses. Suggest gifts as pur- is the hallmark of high quality, and assurance that such a 
chases in a most irresistible manner. But don’t try to gift will be received with appreciation. ' 
can Diaiins’ 3 aili - Bie 3. Display foremost such gifts as are truly expressive of the 
os a your Mere = ise into one — ne piece. ; Save Christmas spirit—relegating other items to a background 
some for the next time. In general, it is well to follow position. 
a certain line of sales propaganda. 4. Have sales people demonstrate that the merchandise is well 
Start your newspaper, direct mail or radio advertising made and of fine quality. 
. P ; 5. Have a few gifts on each display appropriately and at- 
campaign early. Let your copy headings be attractive sonetiuaby teuieaih. , 
enough to compel a reading. Use plenty of illustrations 6. Encourage your customers to shop early to avoid all the 
to liven up your copy, with such headlines as, “Ah, Just worry, hustle and bother that the late shopper always 
the Thing for Sonny (Dad, Mother, etc.),” “Hints for coer . oh ne 4 ' 
the Hurried,” “Thoughtful Giving,” “Timely Sugges- “laa 
: : << ‘c aa ~ sent tunity for careful selection. 
tions for Busy Xmas Shoppers, The Gift to Give, 8. Create displays which suggest at sight, so that people will 
Leadershi Result 
Intensive and continuous research work assures the High Quality of 
[A.P.W.! Products achieved by Metallurgical Science and Modern 
Machinery. 
Plate—Sheet—Wire 
Plate —Sheet —Wire —Strips sone oy 
Cissles~Sauases—Rect | Furnished in all specific sizes evenly an- 
quaresnectangies nealed (fine grain). 
Based on pure electrolytic silver, our Sterling Silver is : 
produced with the most up to date equipment and scien- 7 
tific supervision to conform with our high standard of SILVER SOLDER 
quality. Sheet—Strips—Wire—Filings 
The a types mo annealing furnaces, electrically We furnish any special grades with high, 
controlled, are used to assure the most uniform temper low or medium melting points and various F 
without fire. Guaranteed fireless silver, dead soft, or in Ban cides eantenhe 
different grades of hardness can be furnished as required. 
e 7 6 
This uniformity of annealing produces an excellent quality Ask for Standard A.P.W. Solders 
for spinning purposes and facilitates a quick polishing to a 
high finish in your product. Our most modern rolling THE AMERICAN PLATINUM WORKS 
] equipment enables us to furnish you the exact sizes and . 
] thickness of sheet and circles, as well as flat stock. N. J. R.R. AVE. AT OLIVER ST. 
NEWARK, N. J. 
24 hour Service to most points within a radius of 300 miles. 
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MEN'S BILLFOLDS Hein 


NEW-,;ORIGINAL IDEAS IN LEATHER GIFTS 





HALVORFOLD 










FOR MEN 


Name & Emblem 
can be stamped 
in 22K Gold 











6 Steel 
Swivel 


Hooks 






Card or 
Ck. Book Pocket 


FOR MORE THAN 
A QUARTER CENTURY 
SEAL BRAND BY HALVORFOLD!! 





WE DO OUR PART 


Only the finest Genuine Leathers and workmanship. Over one Million Men now 
use HALVORFOLDS—the Leaf Pass Case, Card Case and Bill Fold that 
an essential part of every man’s personal effects. 


WRITE YOUR JOBBER TODAY! 


Louse 


has come to be 


THE GIFT 


This is only one of many attractive Men’s Gift 
Sets in our De Luxe 1934 Line. 


No. H272—The “Admiral” De Luxe two piece gift set 
consisting of the popular four pass HALVORFOLD two 
tone embossed brown genuine Steerhide, used by over a 
Million of America’s business and fraternal men and the 
six-hook KeyCase to match. Both the HALVORFOLD 
and the keycase are 1/10--14K gold mounted as shown. 
Both ideal for gold stamping purposes. 


Retails for $4.25 


KEYSTONE LIST 
Ask your Jobber to show you the complete line of our 
HALVORFOLDS. Gift Sets, Ladies Bags and Dressing 
sold through Jobbers only. 


Cases, 

















FEATURE MIRPO 


NCREASE your silverware business 

and profits by featuring Mirpo. Your 
customers will find it a pleasure instead 
of a drudgery to keep their silver clean 
and beautiful by using Mirpo. Mirpo 
is non-poisonous, non-inflammable, sani- 
tary, and of pleasant odor. Costs no 
more—sells for no more than others of 
inferior quality. Try it. Send your 
order today to Swartchild & Company, 
Chicago, New York, and Dallas, Texas. 
. .+ Or send your order direct to us and 
it will have our prompt attention. 


MIRPO PRODUCTS MANUFACTURING 
COMPANY 


La Porte, 
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REGISTERED U.S PAT OFFICE 
PROCESS 
Conceded to be the best method for covering 


old style wedding rings with White Gold or 
Platinum. Extra heavy shells used. 


GUARANTEED TO LAST A 
LIFETIME 


NET PRICE LIST 
| 18K WHITE GOLD OVERLAY PLATINUM OVERLAY 
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i TOP 0 TOP 
WIDTH ONLY | AND Sipes AND SIDES 
2%, mjm | ___2.75 3.75° 5.25" 

“3 m/m 2.99 4.007 5.75° 








*Subject to Federal Tax. Prices subject te change without notice 
CHARLES M. LEVY & SON, INC. 
HARRY RAEBURN, Pres. 

40 W. 48th St., New York 
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Boston — 
Hotel Kenmore 


Commonwealth Ave. at Kenmore Sq. 


400 Rooms from $3.00 





C. P. DODSON, President and Manager 


THE JEWELERS’ 
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Each room has its 
own tub and 
shower, as well as 
circulating ice 
water. Moderately 
priced Coffee 


Shop. Always 
ample parking 
space. You will 
find real  over- 


night comfort at 
the Kenmore. 
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not have to chew pens or wrinkle their brains about what Thus your merchandising campaign will be well 


to give. rounded out and nothing left to chance or speculation. 

In spite of propaganda to shop early and mail early 

for better service, Old Man Procrastination usually takes 

his toll and holds back hosts of shoppers with one sweep Setting the Stage With Jewels 
of his mighty arm, and that is why it is a good plan (From Page 45) 


right after Thanksgiving to feature bargains to get them A 
. late night and when the windows are being changed the 
in, not only for those items, but with the hope that when 


aluminum mesh curtains are drawn. 











they do come in they will also buy something else—and sam ca i 
: A striking window by Mr. Okie is shown on page 45 5 
they frequently do. ; 

m) an Emeralds are displayed against a dark purple background. 

In other words, to get the Christmas shopping spirit The theme of emeralds is struck by a grouping of trun ; 
moving on the run and to boom buying for the early cated hexagonal columns with pyramided tops, perfect ; 
part of the Christmas season, ofter a few attractive items replicas of the form in which the green stones are found ‘ 
at bargain prices to lure in bargain hunters seeking bar- in the earth. “These columns rest on ascending hexagonal i 
gain prices to cut down an otherwise overcrowded Xmas platforms in graduated shades of green. Starting neat ; 
budget, with the certain knowledge that after they buy the shortest of the columns beings a “‘parade”’ of genuine , 
the bargain, they will look around the store, see other emeralds, in their natural geometric shape, which leads 
attractive items and so make purchases in advance of the down into the right foreground of the display to cut : 
rush, or spot items which they like and for which they stones of larger size, and finally to an exquisite solitaire 
come back later. emerald ring. “The emeralds in this window are valued 

_ - at £25 , a ats - eel a 

Ihen as Christmas approaches and the last-minute rush at $250,000 and include among them five stones from 
begins, come such headings as “Easy to Choose,”’ “Ser the Russian Regalia. . ; , , : a 

° ° , . 9 > se . > > y t the lo 
vice Right Up to the End,” etc., so that people can rush lhe in ec pecrures 2 View looking into the window 
; : from the interior of the store. It shows some of thi 
in at the last moment and find exactly what will suit ; ; 

me ; : complicated apparatus used by Mr. Okie. A basic prin 
them to settle the gift question to their complete satis ; ; rear 5 
ihe ciple of his work is the ingenious employment of carefully 
faction. é “ph 

7 hj ora ee aimed spotlights through which he obtains many unique 3 

4 - er “bk > > S . . ‘ > ve . “ . e P ‘ . 
or this period pick the items which have proved the lighting effects. Both windows are equipped with a dry 
ye > or ‘ or > acs . P ‘ om S » e ‘ ’ . - 
est sellers and group them as such, and also items which ice compartment (used to keep flowers fresh), a fountain P 
are easy to select and advertise them as “Last Minute fixture and an attachment for the production of artificial 
Gift Suggestions Which Are Sure to Please.”’ smoke. 

IDEAL Curis WAY, Va te) GIF ike — 
TERI ES ASH TRAYS" s 
+ 
Nos. 1541 J, 1541 P, 1541 C, 1535 C, 1541 E measure 3%% 
inches in diameter. 
7 
No. 1530 F measures 4'4 inches in diameter. ! 
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CURRIER & ROBY : 


EXPERT SILVERSMITHS 
217 E. 38th STREET NEW YORK 
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We can make 


DELIVERIES 
O 


F 
STERLING HAND ORNAMENTED 


BUCKLES & 
Buckle and Tie Clip Sets 


Immedia tely 


Sets retail $450 UP 


Buckles retail $950 UP 


The Marsh line of sterling silver Buckles em- 
bodies the result of many years’ experience in 
buckle manufacture. Beauty of design and 
finish is matched by the non slip “Johnny 
Toggle Grip” construction. Each Marsh Buckle 
is guaranteed to give complete satisfaction. 
Buckle and Tie Clip sets are attractively boxed. 
We will gladly send an assortment which we 
will ship and bill through your wholesaler. 


CA. M ARSH CO.. INC ter “ee 
"J s 


FRED L. LEE & CO 
ATTLEBORO, MASS. 












Pacific Coast 








STANDARD UNBREAKABLE 


Jewelry Ring Boxes 


NEW IN CONSTRUCTION—NEW IN SERVICEABILITY 


These Ring Boxes can be used month after 
month for display purposes and still retain 
their lustrous beauty. Their variety of color 
allows their use with any color scheme or special J@ 
display. Fire, water or sun cannot destroy their f 
appearance. Investigate these new creations 


today. 
Ask your wholesalers 
or write direct to us 











FEATURES 
1. Twelve Colors 5. Washable 
2. Two Sizes 6. Free from Peeling 
3. Unbreakable 7. and Discoloration 
4. Retain Finish 8. Fire Resistant’ 


Also Combination Box for 
Engagement and Wed- 
ding Rings. 














Large No. 2 with invisible hinge. A New Product by Small No. 1 with button. 


STANDARD UNBREAKABLE WATCH CRYSTALS, INC. 
75 Varick Street New York City 


Hammel, Riglander-Pennant Corporation, Wholesale Distributors 











62 THE JEWELERS’ CIRCULAR 
for November, 1933 





















on Old 


— the executive 
order of President Roosevelt on Aug. 28, relating to the 
gold situation, a number of questions have come to THE 
JEWELERS’ CirCULAR, regarding the interpretation of the 
regulations governing the purchase and sale of old gold. 
As the answers are of general interest, they are here 
published, together with the questions. 

The Gold Regulations as They Affect the Retail Jeweler 

Question. May I buy old gold in any quantity from 
any one who offers it? 

Answer. Under the provisions of the regulations a 
retail jeweler not having a license is not permitted to 
buy any old gold. 

Q.—Where can I get a license? 

A.—Applications for licenses for the acquisition of old 
gold may be obtained from the Department of the Treas- 
ury in Washington, D. C., or from your local U. S. 
Assay Office or mint. Ask for form T G-4. If your 
application is approved you will be granted a license on 
form TGL4A, allowing you to do business in unmelted 
old gold. There is no fee for this license. 

Q.—For how long is the license good ? 

A.—As long as the present regulations are in effect. 

Q.—I am a repairman. May I take old gold in pay- 
ment for services in repairing ? 

A.—Only if you have a license. Giving services in 
payment for old gold is the equivalent of buying it. You 
must have a license for such a transaction. 

Q.—May I, as a jeweler, take old gold in payment for 
new merchandise ? 

A.—This also requires a license. The answer to the 
preceding question covers this point. 

Q.—Am I permitted to take $5 and $20 gold pieces in 
payment for merchandise and melt them for the old gold? 

A.—While there is no law prohibiting the removal 
from circulation and the melting of gold coin, still there 
is no provision in the license for the acquisition of gold 
coin. 

Q.—How much old gold may I purchase under my 
license ? 

A.—In making application for a license it is necessary 
to specify the amount of fine gold the applicant’s business 
requires him to have on hand at any one time. He is per- 
mitted to buy gold to the extent that his stocks equal but 
at no time exceed this limit stated in his license. 
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Retailers’ Questionnaire 


old 
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Old gold ready for melting pot. 


Q.—lf my license does not provide for enough gold on 
hand for the conduct of my business, what must I do? 

A.—Make application for a new license, specifying the 
larger amount of gold you require on hand. 

Q.—I am a pawnbroker. May I make loans on ar- 
ticles of gold without a license? 

A.—No; for the purposes of the regulations taking old 
gold in pawn is held to be the same as the acquisition of 
gold. 

Q.—I am a retail jeweler. To whom may I sell old 
gold I have melted up? 

A.—Under the new regulations, holders of a license 
to hold and acquire old gold (Form T.G.L.4A.) are al- 
lowed to deal only in unmelted gold. If you melted this up 
before you must turn it over to the Assay Office and re- 
ceive $20.67 an ounce. If you melted it up since the 
regulations went into effect or in ignorance, you have 
violated the regulations and must turn the gold over to 
the Assay Office at $20.67 an ounce. 

Q.—How often must I report the purchase and sale of 
old gold? 

A.—AIll transactions involving the purchase or sale of 
ald gold must be reported each month on or before the 
15th by listing in detail the acquisition, holding and 
disposal of gold during the preceding calendar month. 

Q.—Where can I sell what old gold I have? 

A.—Old gold may be sold to anyone having a license 
to buy (or to the U. S. Assay Office for $20.67 per ounce). 

Q.—What is the market price of old gold? 

A.—The market price of old gold depends upon the 
law of supply and demand. Soon after the President’s 
executive order, most refiners established a price of 514 
cents per karat per pennyweight, which went down to 
5 cents and at this writing is back at 514. Some jewelers 
find it difficult to understand why they are not able to 
obtain from their refiners the treasury or export price for 
newly mined gold shipped out of the country. The regu- 
lations gave the right to the Federal Reserve Banks to 
export newly mined gold only to foreign countries at the 
best available world price. Recovered gold, that is gold 
which has been refined from old gold, must be sold here. 
Because recovered gold cannot be exported and command 
the export price, it naturally must be purchased by the 
refiners at a price determined by domestic demand only, 
and up to the present, this price has been somewhat below 
the treasury or export price obtained by the Federal 
Reserve Banks in the world market, or the R. F. C. buy- 
ing rate for newly mined gold. 
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Since their foundation in Geneva in 1839, Patek, Philippe 
& Co. stand uninterruptedly at the head of the watch manufac- 
turers for high precision and they totalize the greatest number 
of awards and the highest prizes at the universal exhibitions and 
in the various official timing contests at the Observatory. 


In the course of the last thirty years, Patek,Philippe & Co. 
have known in the United States of America a period of great 
prosperity, thanks to the cooperation of Mr. Alfred G. Stein, 
who, with indefatigable devotedness has presided over the 
destinies of the New York branch, 607 Fifth Avenue. Mr. Stein 
has now retired and Patek,Philippe & Co. of Geneva have con- 
ferred the direction of their New York office to Mr. Lewis W. 
Muller, whose personality is well known by the first jewelers of 
the country. 


Owing to the present technical processes and to the re- 
organization of all their departments, Patek,Philippe & Co. can 
today offer to their ancient andfaithful customers a selection of 
watches in most various styles, at very favorable conditions, 
maintaining at the same time the high standard of QUALITY to 
which they owe their universal fame. : 
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enerations of Fine Workmanship Behind 


odern Swiss Watches 


Watchmaking is, indeed, 


one of the oldest and most important national industries 
of Switzerland. As the manufacture of the Swiss 
watches reaches back for so many centuries, the history 
of the watch is intimately linked with the development 
ot the Swiss industry in general. 

It may be said that the gradual progresses realized 
by the Swiss watchmakers represent a true picture of the 
evolution of the watch itself. “The Swiss watch industry 
has attained its present perfection by following closely 
the modern mechanical progresses, without neglecting the 


+ 


high qualities which make the Swiss watch the pride o% 
every owner in the entire world. 

In order to maintain their world-wide market in spite 
of the growing competition and of the various trade 
barriers, erected in nearly all countries, the Swiss watch- 
makers had to be subtle, ingenious and animated by a 
daring spirit of innovation, enabling them to create and 
transform the watch, to vary the different models and to 
find perpetually new methods in order to increase the 
quality as well as to simplify the manufacture. 

They have been greatly helped in their difficult task by 
the traditions of those regions of Switzerland, where, in 


the same families, for generations, people have been oc- 
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cupied with watchmaking. Not less precious has been 
the inspiration coming from the excellent schools for 
watchmaking, maintained at the cost of high sacrifices, in 
Geneva and La Chaux-de-Fonds for instance, which are 
able to furnish the factories with a well-trained staff of 
workmen, whose inimitable skill is the principal reason 
for the quality of the Swiss watch. 

It gives me great pleasure, therefore, to thank THE 
JEWELERS’ CIRCULAR for the opportunity given to the 
ASEHA and to the Secretary General of the Swiss 
Watch Chamber of Commerce to supply the American 
public with thorough information concerning the Swiss 
Watchmaking Industry. 





Modern fine Swiss watches are created in a spirit of innovation to 
meet changing styles but always without the sacrifice of their tradi- 
tional accuracy. 











THE OMEGA 
* 





MODEL PLAN is clicking! 





15 models to satisfy 80 per cent 
of your trade ...This is the New 


OMEGA WATCH PLAN 


mae «1-0 Pode (olo(-1 0m lola Me ial-Mmigele(-MTs 
talking about...Write for the “ Ser- 
vice Book” and read all about it. 


JOHN R. WOOD SALES CORP. 
1325 Atlantic Avenue, Brooklyn, N.Y. 


G2 


Exclusive Distributors in 
the United States of 


OMEGA 
WATCHES 
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WATCHES o 


te world was very, 
the 
in length and 
Probably 


based 


very young when our ancient ancestors, cavemen, 


noted how the shadows change regularly 
grows on toward night. 
effort at 


For the caveman’s timepiece was a 


direction as the day 
the first 


on this observation. 


mechanical recording time was 


pointed rock which cast its changing shadow upon the dial 
of a circle of stones. 

‘Time has marched on through the centuries and with 
the advancing years have come improvements in time 
measuring instruments until today we have—that marvel 
of mechanical genius—the fine Swiss watch. 

Fine Swiss watches are so often presented as tributes 
to valor and achievement. This is not only because their 
and usefulness make them desirable, but 


beauty great 
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The fine Swiss timepiece of 
today joins precision with 
beauty 


the Moment 


because their enduring value makes them especially appro 
priate. 

High grade Swiss watches have been tamed tor years 
for their accuracy and dependability. What more desirable 
Christmas gift could be selected? What finer token of 
admiration and esteem? 

It is a gift that, if given proper care, will last for many 
vears. Like the family silver, it should survive unto the 
next generation and perhaps live on to be a cherished 
possession of grandchildren. 

The merchandising of Swiss watches is particularly 
desirable to the jeweler who, over a period of years has 
built around his name a feeling of confidence and reliabil- 
ity. Such watches are in keeping with his prestige as a 


high class merchant. 











A New Racine Watch With A Sensational Case 


A new watch with infinite appeal, not only to deep-sea divers, but to absent- 


minded bathers, housewives, everyone, in fact, who appreciates the extra pro- 





tection a water-tight case can give. 


The patented “water-tight” feature is obtained by screwing very strongly the 
bottom and the bezel, which are cut out of parallel facets and fitted with a 
key, delivered with each case. It cannot be opened with a knife and thus 


spoiled. 


The case is made of Rust-Proof and Stainless Shefheld Steel and fitted with 
unbreakable glass of first quality. Every case is tried in water and submitted 


to a pressure of two atmospheres. 


Modern design and attractive appearance further distinguish this unusual and 


practical timepiece, and its accuracy and dependability are fully guaranteed. 


Display and feature this “water-tight” watch. You will find interest quickly 


kindled and sales rapidly completed. 














R 
JULES RACINE & CO. 
20 West 47th St. New York tae 
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Behind the Dial Lies Accuracy 


‘Ehe Swiss watchmaking 


industry is slowly but steadily moving out of the business 
depression which has reduced production but has not 
diminished the high quality of fine Swiss watches. Instead 
adverse conditions have stimulated the enterprising spirit 
of manufacturers, and the industry is winning furthe 
distinction every day. New following the 
latest style trends and built for accuracy and service, are 
being shown in the American market and are meeting 


creations, 


with approval. 

The modern man or woman demands a good watch. 
No watch that cannot be so classed can command respect 
from a person who puts a high value on his or her time. 
In Switzerland fine watches have been produced for years. 
There a skilled watchmaker is accorded the same respect 
and admiration that is given any other skilled artist. And 
why not? He has served a long apprenticeship of patience 
and hard work—he is a master mechanic. 

Such workmen produce the fine Swiss watches of today. 





Skilled workmen combined 
style and service in these 
Swiss watches. 


zs Paes SEES SESS SF oe ca 
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vided by the specific and ad valorem duties, the United 


Since 1929 owing to the excessive tar rates pro 
States figures of importations show a tremendous drop, 
particularly in the cheaper movements, partly as a re 
sult of the depression but in great part due to the fact 
that the excessive tariff created a condition that was a 
paradise for the smuggier until the United States Gov- 
ernment inaugurated the present campaign to smash the 
various smuggling rings that had been clandestinely im- 
porting these timepieces. 

But throughout the years, in good times and in bad, 
in high tariffs and low, the finer type of Swiss watch 
has had a leading place with the lines carried by the fine: 
jewelers of the country, for Switzerland turns out time- 
pieces of grades higher than any produced in this coun 
try, or, in fact, in any other part of the world. In fact, 


in its highest types it has been without competition. 

















ZENITH 


SUPERIOR WATCHES AND CLOCKS 
FOR HOLIDAY SELLING! 














A QUALITY line you can promote 


with confidence that your sales will be plenti- 


















ful, your profits ample. Zenith modish design 


and reputation for unparalleled accuracy are 





well known... one attracts the customer, the 


other completes the sale. 


Our selection of fine watches for holiday sell- 





ing is unusually large and varied. It includes 
| many beautiful sport and dress watches for 


men and women, original designs ana exquisite 


workmanship. 


The Zenith assortment of clocks is equally dis- 


tinguished. There are clocks tor the desk, the 


boudoir, clocks for traveling... every one rep- 








resenting the high Zenith standards tor quality 























Build your Christmas displays and 
sales around the Quality Zenith 


~ ° ° 
ne Terr ctr ate } ina 


U 


many others, are read / for imme- 
diate shipment. Order now! 


ZENITH WATCH CO. 


64 WEST 48th ST., NEW YORK, N. Y. 
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‘Wheels of Time” 


By ALBERT AMEZ-DROZ 
Secretary-General of the Swiss Watch Chamber of Commerce 


io lack of raw 


material in Switzerland made that country particularly 
well titted for the establishment of the watch industry, 
as only metals which can easily be transported, such as 
gold, silver, steel, brass, etc., form the basic materials 
for the watch industry. Gold and silver have a great 
intrinsic value for small volume. ‘The comparatively 
higher cost of transportation for metals with a_ lesser 
value, such as steel and brass, which are particularly used 
in the manufacture of the watch mechanism, demand 
for their working a great deal of labor, thus compensat- 
ing the cost of transportation. It is the workmanship 
needed to manufacture a watch of high precision which 
gives the watch a high value. Thus, the watch industry 
was particularly well adapted for Switzerland, with its 
highly skilled workers. 

No wonder, therefore, that the watch industry de- 
veloped very rapidly; in 1650, there were approximately 
400 skilled watchmakers in Switzerland, which number 


reached approximately 6000 a century later. The 


astounding development is clearly shown by the fact that 
in 1911 not less than 35,000 watchmakers were estab- 
lished in Switzerland and today they number 48,000 
(25,000 men and 23,000 women) working in factories 
"Vo this figure must be added 8000 persons who work at 


i + 


home, which brings the total of the gaintully employed 
56,000 and occupies approximately {{ per cent of the 
Swiss working population. 


Che number of watch factories has also constantl\ 
grown; in I911 there were 858 factories, which number 


creased to 1200 out of a total of 8200 factories located 
in Switzerland. 

‘Two official institutions were created to cooperate 
closely with the commercial organization ot the watch 


anduastry , the Kederal Office for the Control of Pr: 
Nletals, and the Federal Observatories. Both were es 


tablished to maintain the high standard and guarantee 
the high quality ot the Swiss time measuring instruments 

The first mentioned Bureau has greatly contributed to 
the excellent reputation of the Swiss watch. ‘This is 
principally due to the fact that a careful buver knows 
that he can have full confidence in the stamp engraved 


on the case, it made by the Swiss Bureau of Standards. 


" } 
J , 


Switzerland is the country which produces the greates 


number of watches in the world. ‘The total exportation 

in 1927 reached a figure of 273 million Frances; in 1928, 

J00 4 and in 1929, 307.7 million Francs. [mn 1930 over 

18 million watches were exported, this figure representing 

over 16 per cent in value of the total exportation of Swiss 
! 

manutactured articles, 

Next in importance as the world's producer of watches 
is the United States, followed respectively by Germany, 
France and Japan. Switzerland exports approximately 
95 per cent of her production. 

Betore the Hawley-Smoot ‘Vari, the United States 
was the largest market for the Swiss watch industry, but 
the Tariff of 1930, and the general economic depression 
from which the world has suffered in the last few years, 

(Turn to page 76 
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The MATTERHORN 


Just as the Matterhorn proudly endures 


good weather and bad we stand ready to 


serve you through times of depression or 


prosperity. 


SWITZERLAND 


according to the official report of the 


United States Tariff Commission, makes 


approximately 90 per cent of the world’s 
supply of watches. 


This calls for great volume, efficient quan- 


tity production, and an abundant supply 


of skilled workers. 
These are the factors which enable us to 


furnish you with those exquisitely small 


and completely dependable Baguette 


Watches that retail at $25. 


HAFIS & OLYMPIC WATCHES 


R. Gael, & CO. 


R 15 WEST 37th ST. R 
? NEW YORK Pf 





























A Frank Statement of Our Policy for 
Paul Vallette Watches 


to protect 
legitimate retail jewelers 


For a great many years the under- 
signed were associated with Henry 
Freund & Brother, leading Watch 
Dealers of America, who were whole- 
sale distributors of all American 
Watches and sole importers of three 
famous Swiss Watches; namely, 














Jules Jurgensen (Copenhagen A.D. 
1740) retailing from $250.00 up. 
Paul Vallette retailing from $30.00 
up—and Savillon retailing from 


39065—Paul Vallette, 17 jewel Diamond 20.00 up. ‘ 4 
Baguette. 14 Kt. White Gold Case P a. Vie bas ee cee 


These lines were sold to the best retail- 
ers and only to the best. They were 
never slashed or cheapened because the 
retailers were always protected. 


Henry Freund died in 1926 and Louis 
Freund continued until 1932 when he 
a passed on after forty active years in 
as of the trade. No two men in this industry 
~- ever enjoyed a better reputation for 
straight, honest business tactics, and 

few jewelry firms achieved greater 

financial strength than Henry Freund 


& Brother. 
302—Paul Vallette, 17 jewel Baguette. 1003—Paul Vallette, 15 i “Str: 
. . . _ . jewe trap. 
i ee eee It is our purpose to perpetuate and 14 Kt. Yellow Gold Filled Case 


carry on this same tradition of quality, 
honest policy and good service. 




















To legitimate retail jewelers we say— 
do not allow your low stock of wanted, 
salable, profit-making Watches cause 
you to miss out on sales. 


ORDER PAUL VALLETTE 
WATCHES NOW—these new 
numbers which we have in stock 
to ship immediately. 








1057—Savillon, 7 jewel Strap. Nickel 


404—-Savillon, 7 jewel Baguette. Nickel 
Case 


ase 


WILLIAM GOUDEKET 
Secy-Treas. 


DAVID M. HEITEL 
President 


Paul Uallette (Watch, %. Inc. 


OF AMERICA 





Tel. Bryant 9-8338 


20 West 47th Street New York 
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Development of Swiss Watch Industry 


By ROLAND A. CSELL 


For centuries 


the words “Swiss made,’ stamped on a timepiece, have 


been regarded by the world as synonymous with quality. 


Since the establishment of the Swiss watch industry, the 
craftsmen and mechanics of that country have taken great 
pride in the production of watches of the finest work- 
manship and accuracy in time-keeping and as a result of 
this tradition, the peoples of other countries have come 
to believe that all Swiss watches are of the same high 
excellence. 

Certain individuals, seeking to trade upon the good 
name of the Swiss watch industry, and who have little 
or no regard for the reputation and continued prosperity 
as a whole of this business, which employs 11 per cent 
of the entire Swiss working population, have gone into 
the manufacture of watches of a shoddy and unworthy 
grade. The tariffs of 1922 and 1930, however, have prac- 
tically excluded those extremely cheap grades from this 
market and the small, cheap clock wrist watches made 
in this country since, have taken their place. 

One phase of the Swiss watch industry, little recog- 
nized, except by those close to the manufacturing, is that 
the technical and machine end of it have advanced tre- 
mendously in the last ten to fifteen years. Almost every 
vear has brought out some new way of making machines 
more accurate, making parts extremely precise and even 


the checking up of the parts has improved to an extent 


not dreamed of years ago. “To-day for instance, escape 

ments that used to require great ski) in assembling are 

in the modern made watches, successfully put togethe 

simply placing the parts in position. 

‘The result has been three-fold: 

(1) It has lowered considerably the cost of production, 
inasmuch as it has simplified and made easier the 

The accuracy of the machines and the 

parts is such that regretfully, it has to some ex 

tent replaced highly skilled labor. 


assembling. 


(2) ‘lhe second effect has been the production of excel 
lent watches at low prices; true, not watches that 
will time to the fraction of a second in a week, but 
the public is not asking for such timing in a wrist 
watch. ‘lo-day in the trade one hears very littl 
or none of the type of complaints that used to 

reach it about 15 years ago, when the cylinder 


watches were imported in large quantities. 


(3) The third effect of this industrial development has 
been, rather unexpectedly, a factor against the 
Swiss watch industry. It has helped to establish 

watch factories in other countries, such as Ger- 

many, Japan and to some extent the United States 

It has maintained the exportation of machines and 

parts to various countries to factories which usual] 

do not want to have the reputation of buying o1 

importing any parts, but recognize that certain 

extremely delicate and fine parts can best be pro 
duced in Switzerland when quality is necessai 
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36 West 47th Street 





TAVANNES of AMERICA 


EDWARD L. STERN, President 


New York 
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Illustrating the Revolv-it 
Watch with Lip Stick 
Combination. 


INTRODUCING THE 


REVOLV-IT 


WATCH CREATION 


This new patented watch creation 
has proven to be the leading sensa- 
tion with the best jewelers through- 
out the country. 


A flip of the thumb and the time 
appears. Available in such clever 
combinations as lip sticks, pencils for 
women, lighters with the new Lektro- 
lite flameless mystery lighter, also 
pencils for men with lighter. 


Made in 14k gold and sterling, fitted 
with the celebrated Mathey-Tissot 
seventeen jewel movement. 


Here is an outstanding holiday 
novelty. Because it has more than 
a novelty appeal, it is practical, con- 
venient, useful. 


NORMAN M. MORRIS 


New York, N. Y. 











Illustrating the Revolv-it Watch 
with Bill Clip Combination. 
PATENT NO. 1891611 











What You Should Tell Your Customer About 
His Watch 


A watch is one of the most delicate of mechanical de- 
vices. Its balance wheel vibrates 157,680,000 times per 
year. A thimble will hold 20,000 of the screws used in 
some watches. 

Here are some suggestions for retail jewelers to give 
customers who buy. 


1. Wind once a day, preferably in the morning 
because you are more regular in rising than in re- 
tiring and because the watch will have its main- 
spring ready for the hardest part of its 24 hr. duty. 
Wind fully but don’t wind too tight. 


2. Do not open the back of the case except when 
necessary, for dust and even your breath may de- 
velop. trouble. 


3. Do not take your watch near a powerful elec- 
tric generator or high powered electric machinery, 
for the balance wheel or other steel parts may be- 
come magnetized. 


+. Set the hands with great care. 


5. When you bathe take off your wrist watch. 
If any watch gets wet accidentally take it at once 
to a watch repairer or jeweler. Prompt action may 
prevent rust and ruin, possibly. Some Swiss watches 
are waterproof. 


6. Have your pocket watch cleaned at least every 
18 months and your wrist watch every eight months. 
For lack of oil the most expensive watch may be 
ruined. Only a tenth of a drop is needed for a 
year but oil deteriorates and fresh does not work 
with old oil. 


‘Wheels of Time” 


(From Page 73) 


has unfortunately changed this situation. In 1932 the 
United States ranked third on the list of customers of 
Swiss watches. 
and Italy. 
However, it must be said that since the adoption of 


The list was headed by Great Britain 


the American tariff, watch smuggling has grown very 
considerably, thus causing a great deal of harm not only 
to the American watch manufacturers but also to the 
Swiss watch industry at large. “The Swiss Government 
and all Swiss watch manufacturers’ associations greatly) 
deplore this situation as it injures the regular trade. It 
is felt by these organizations that the only possible remedy 
would be to reduce the duty on watches and that then 
smuggling would die out automatically. 

In spite of all suggestions and endeavors it seems im- 
possible to correct the situation, as the smugglers will 
always try to find ways and means to continue their 
illegitimate business as long as the high duty offers them 
such profits. 

Notwithstanding these countless difficulties, the Swiss 
watch still commands a world-wide reputation due to its 
perfect workmanship and to the adaption by the Swiss 
manufacturers of the new styles and tastes and fhe crea- 
tion of artistic novelties and technical improvements. 
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PLATINUM DIAMOND SET, 2? LIGNE,18 JEWEL 
CONCORD BAGUETTE MOVEMENT. 


PLATINUM DIAMOND SET, 3? LIGNE.17 JEWEL PLATINUM DIAMOND SET, 33 LIGNE,17 JEWEL 
CONCORD BAGUETTE MOVEMENT. CONCORD BAGUETTE MOVEMENT. 




















14K. YELLOW OR WHITE GOLD, 3? LIGNE,17 JEWEL 
CONCORD BAGUETTE MOVEMENT. 














14K. YELLOW OR WHITE GOLD.32 LIGNE,17 JEWFL 
CONCORD BAGUETTE MOVEMENT. 





CONCORD WATCH CO. INC. 


10 WEST 471TH STREET AA 40) = Os & eG 
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ASEHA 


Association Suisse des Exportateurs Horlogers en Amerique 


BIENNE, 


The General Manager, le September 2Ist, 1933 
The Jewelers’ Publishing Corporation, 
239 West 39th Street, 


NEW YORK. 


Dear Sir, 





E have received the September issue of the 
Jewelers' Circular and have been agreeably surprised to find on pages 89-91 some 
attractive views of Geneva, Bienne, Le Locle, La Chaux-de-Fonds and Soleure with appre- 


ciative editorial notes. 


"Such a praiseworthy enterprise is undoubtedly deserving of every possible support. 
Assurances received from members of this Association permit us to say that we might 
easily have been in a position to secure from twenty to thirty reservations and that these 


would have come forward readily. 


"Excepting only, however, those firms who appear already in the September section, 
our exporting firms are completely tied by the existence of a tariff which, as you know, is 
prohibitive. While we sincerely regret this, we wish to give you proof of our earnest desire 
to cooperate in some way with your efforts and if you will accept it, you may consider this 


as an order for two full pages reservation for the purpose of reproducing the present 





letter. 








“es - 4 
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"There is a fact we should like to convey to the readers of the Jewelers’ Circular which 
is not generally known, namely, that every rise in tariff which has taken place during the 
last twenty years has resulted in a pressure, on this side, upon the general level of prices, 
and that the subsequent lower prices have effectively stimulated lower production costs 


through mechanical improvements. 


"Since the present tariff leaves no such possibility of reaction, the Swiss Watch Indus- 
try has been so completely walled off from the United States market that only a few of 
your importers and fewer still of our manufacturers are able to get their goods across the 


border. 


"At the same time, waxing fat with the increasing tariff, there have sprung up many un- 
desirable elements—business men with obscure business practices, who have found a happy 
hunting ground in the United States watch market. These elements are normally entirely 
unknown and foreign to the Swiss Watch Industry. They have added considerably to 
existing difficulties of straightforward commercial intercourse and distribution, particularly 
with their smuggling, which is sharply censured by the industry here as a whole and by the 


Swiss Watch Trade Associations. 


dl 


"The members of our Association can but express the hope that clear-sightedness 


will finally prevail and that a more moderate one will replace the existing tariff. 


"We are, dear sir, 
Very truly yours, 


A.S.E.H.A. 


Association Suisse des Exportateurs 
d’Horlogerie en Amérique 


Daren 


Président 
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Fighting Watch Smuggling with Publicity 


to curb the smuggling of watches, THe Jewevers’ Cir- 
CULAR is taking an active part by giving widespread 
publicity to those who are caught in the mesh of the law. 
The smuggler is one of the meanest types of criminals. 


According to fig 
ures reported at the 
hearing of the 
American Jeweled 
Watch Manufactur- 
ers’ Association, in 
connection with the 
N.R.A. Code of the 
association at Wash- 
ington, D. C., Oct. 
12, more than 
1,000,000 watch 
movements were 
smuggled into the 
United States in 
1932, depriving la- 
bor of 12,800,000 
hours of employ- 
ment and creating a 
loss to the govern- 
ment of $2,000,000 
in duties. 

The smuggling of 
watch movements 
has been carried on 
to the great detri- 
ment of the Ameri- 
can watch industry 
and the more pitiless 
the publicity given 
to such criminals 
and the longer the 
prison sentences for 
those convicted the 
better it will be for 
the watch trade both 
here and abroad. 

Retail jewelers 
must beware in mak- 
ing purchases where 
the origin of the 
merchandise is un- 
known, as the smug- 
glers cannot give 
title to smuggled 
property and such 
property is subject 
to seizure at any 
time, even if the 
jeweler through 
ignorance, becomes 
an innocent victim 
and escapes prose- 
cution. 


THe levong* me, 
Jewry 4 of Na, nub 






Not only does he rob the Government of its revenue but 
his nefarious practice tends to undermine the entire 
industry. The war against the smuggler must go on with 
increasing activity and retail jewelers should do their part 


n the fight 


by reporting violations. 





Indictments for Watch Smuggling 


More New York Importers Accused of Bringing in Movements in Rabbit Skins— 
United States Anomey's Olice to Prosecute Vigorously 



























The war ageust the watch wndwcted concealed bought and tacihtated transportation 
on with increasing activity according to ot Swee watch movement: which had been illegally am 
George Z. Medalie, United Staves At ported in the United States without payment of duty 
York, who said that he and his assistants and smuggled im rabbit skins womilar to those seed by 
and Prager, Would continue to coop Inspector Roberts a year ago. 
ir. Rob. rts of the Customs Service in bring According to information given out by the United 
the smugglers of Swiss watches States Attorney's office not only will the cases against 
was brought forth as a result of indict the smugglers be pushed vigorously but the government 
last month of the Weinstrum Watch Co. intends to even go further because the brazennes of the 
‘cin and Henry Ackerman of thet firm smugglers has reached the stage of a “racket” and must 
Wenachr, « brother of Mr. Wein, who is be stamped out. It was learned that the government 
with the Geneva firm. These men together has gained access to the complete records of the smugglers 
Leibowite were all indicted under Section 995 and their associates which disclosed the names of dealers 
riff Act relating to smuggling and also tor con to whom such smuggled watches have been sold. Whether 
o smuggle watches from Switzerland ot not these dealers knew the chacacter of the goods 
gust 7, the Weinstrum Watch Co, Wein and may make no difference as far as further proceedings are 
pleaded not guilty and tail was fived in the concerned, because it was pointed out that under the 
$2500, trial being set for September § provisions of the Tariff Act the smuggler can give no 
ing of the case, Assistant United States At clear title to goods clandestinely imported 
W. W. Prager said that this was but another step Attention was called by Assistant Attorney Prager 
war that was being waged on the watch smuggler to the fact that as far as these smuggled movements are 

concerned, the law places upon any person in possession 





practices were not only costing the government " ‘ 

thousands of dollars in revenue but also had de of them the burden of showing that the merchandise 

lalized the legitimate watch business both among was properly imported and paid duty. The mere fact 

rican manufacturers and importers that the goods were purchased innocently from a third 

Per According to inf ion given out by the govern party is not sufficient defense in a suit to forfeit the 
Int, the charges go hack to October, 1932, when the merchandise 





Istoms agents under John W. Roberts, after a month 
investigation, seized 22 bales of rabbit skins which Jewelry Box and Display Manufacturers 

lad been consigned to a New York trading concern on Among the many organizations formed in New York 
WV. 26th St.. New York. An inspection of the skins was that by the Jewelry Box and Display Manufacturers 
disclosed the fact that 18 of these bales each contained which came into being at a meeting in the Jewelry Trade 
a tin box wherein were secreted about 1000 movements, Club on July 10 with a membership of 22 firms through- 
or 18,600 Swiss movements in all valued with duty of out the country. Further meetings were held July 19 
about $100,000. The seizure was predicated on the and Aug..3, and at the last mentioned, emergency pro- 
fact that the shipment had been invoiced as “raw Bel visions to the blanket code of the president were adopted 
pending the approval of the code of the National Paper 





















100 duly RCCL 























































gian rabbit skins” on which there is no duty. 
e At the time of the seizure the customs agents arrested Box Manufacturers’ Association which was submitted 
lected Whi, A — Henry Saks, who was receiving the shipment ; also Richard July 21 and under whic isplay 
been via A Years the have been ded Bieshun, who was found in the neighborhood. Bieshun, Manufacturers wish 
Matute — the <M Roods 467! the officers said, had previously served a term in Atlanta The agreemey Smu, 
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Some of the articles that have appeared recently in THE JEWELERS’ CIRCULAR in the campaign against 


watch smuggling 


80 THE JEWELERS’ CIRCULAR 
for November, 1933 











Government Policy on Gold 


RESIDENT ROOSEVELT, in his radio message to 

the American people on Oct. 22, announced his new 
policy of the purchase of newly mined gold by the Recon- 
struction Finance Corporation, a measure designed to 
place in the hands of the administration the power to 
control and maintain the continued recovery of commodity 
prices through an arbitrary adjustment of the price of gold. 

If the price paid for gold is increased—the equivalent 
of lowering the gold content of the dollar—it is the be- 
lief of the Administration that the value of commodities 
in terms of dollars will go up. A lowering of the price 


of gold would then have an opposite effect, that of lower- 
ing commodity prices. This control of the price of gold 
will be attained by the Government through the authori- 
zation by the President of “the Reconstruction Finance 
Corporation to buy gold newly mined in the United 
States at prices to be determined from time to time after 
consultation with the Secretary of the Treasury and the 
President. Whenever necessary to the end in view, we 
shall also buy or sell gold in the world market.” 

Immediately following the President’s message, G. H. 
Niemeyer, chairman of the Jewelers’ Vigilance Committee 
and of the Special Committee on Taxation of the Jewelry 
Industry, sent this telegram to the Secretary of Treasury, 
and also a copy to the President: 


“The President’s statement in reference to gold in- 
dicates that the R. F. C. may buy or sell gold abroad 
but that purchases here will be restricted to newly 
mined gold. Why should the Government buy gold 
abroad at the world price when secondary gold from 
arts and industry is available in this country at a 
price below the world price on account of increasing 
supply and decreasing demand? We ask that this dis- 
crimination between newly mined and any other kind 
of gold be eliminated and that the commodity price of 
gold in this country be maintained along with other 
commodity prices. The increasing supply of second- 
ary gold is occasioned largely by the sale of old gold 
in the form of watches, trinkets, gold teeth, etc. Why 
should the public, which holds millions of dollars of 
such material, be deprived of the advantage of the 
highest price for gold, particularly when the sale of 
such articles increases the purchasing power of the. 
public? We see no possible basis for discrimination 
except to prevent hoarders from profiting, but the 
Government has already taken adequate steps to 
prevent this from taking place—and therefore in our 
opinion this reason would not justify discrimination 
in favor of newly mined gold.” 


_This new function of the R. F. C. differs substantially 
in effect and purpose from the arrangement under which 
the Treasury, through the agency of the Federal Reserve 
Bank, has been selling newly mined gold in the world 
market since Aug. 28, for the account of American pro- 
ducers. The latter permitted producers of newly mined 
gold to place “on consignment” the metal with the Fed- 
eral Reserve Bank, which would sell it at a price fixed 
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On Oct. 25 it was announced that $31.36 per ounce 
will be the price paid by the R.F.C. for newly mined 
gold, a price 27 cents higher than the opening price 
set in London for that day. The higher amount to 
be paid for newly mined gold was at once reflected 
in the price offered by refiners for old gold, which 
rose from 5 to 5/2 cents per karat per pennyweight. 








daily, equivalent to the best available world price, which 
was considerably higher than the mint price of $20.67 
per ounce. The world market price of Oct. 21 was 
$29.01. 

By authorizing the R. F. C. to buy and sell gold in the 
world market, it is believed by Administration experts 
that the new machinery will eventually tend to eliminate 
the more violent fluctuations in the exchange value of the 
dollar, such fluctuations having a disturbing effect upon 
commodity prices in this country. Just how effective 
such control will be will depend upon the action of the 
President and the Secretary of the Treasury in fixing 
the prices at which the R. F. C. will buy or sell gold 
in the world market. ‘The normal effect of a low price 
for gold would be a strengthening of the dollar and the 
corollary of a slump in commodity prices. “Conversely, 
the purchase by the Government of gold on a rising 
market would mean inflation, and higher price levels. 

It was believed probable in official circles that the pres- 
ent policy of permitting the Treasury to obtain the world 
price for newly mined gold would be rescinded, and that 
all such sales would thereafter be made to the R.F.C. at 
the prices quoted by the administration. Such action 
would eliminate any element of competition between the 
R.F.C. and the world markets for domestic gold, and 
would keep the gold in this country. In the past ship- 
ments of newly mined gold through the agency of the 
Treasury have been going on at the rate of about $1,000,- 
000 a week and it has been estimated unofficially that 
R.F.C. purchases might not exceed this sum. 

Recently the Government price of gold for sale to the 
arts and industries has been equivalent to the best rates 
obtainable abroad. Starting, Oct. 28, the Government 
no longer will self any gold for use in the arts and in- 
dustries. The daily Reconstruction Finance Corporation 
quotation which started Oct. 25 is the price at which the 
Government will buy newly mined gold for its own 
account. 

Articles fabricated from gold may be exported without 
the necessity of obtaining a license for such export if the 
collector of customs at the port of export or the post- 
master at the place of mailing is satisfied that the export 
of such articles is in the course of a usual and normal 
business transaction and is not being made for the pur- 
pose of selling the gold content of such articles for the 
bullion value. 














Will You Pay $12 a Year— 
for An Expert Advertising 


To get your share of the consumers’ Christmas 
dollar will require sharp tools—one of the most 
important of which is advertising. 

After all, selling is a matter of telling. ‘Telling 
a lot of people in a short 
space of time. This exclu- 
sive service offered for the 
first time here cannot suc- 
ceed, however, unless the 
keenest thinkers among the 
jewelers of America secure 
it for their own benefit by a 
majority vote. The plan, 
simple enough, is as follows: 

The average retail jewel- 
er is likely to excel in sev- 
eral things, but he would 
be a wizard if he were an 
expert advertiser, salesman, 
window display man, credit 
specialist, and many other 
things a retailer should be 
to be able to do a thorough 
job. 

Just as syndicated stories, 
cartoons, etc., are made 
available to hundreds of 


newspapers, we will provide 
this service to enable thou- 











On the opposite page we have a typical adver- 
tisement set. In this we have merely sketched items 
without seeking them from manufacturers’ but in 
the actual mats ready for December use the repre- 
sentative seasonable style 
items will appear. We will 
illustrate distinctive desir- 
able merchandise from the 
leading jewelry and silver- 
smithing houses. 

The result will be a com- 
posite advertisement drawn 
by expert artists, laid out 
by capable visualizers and 
composed by typographers 
having available the most 
attractive type faces pro- 
curable. 

Think what this means 
to you! It is just as logical 
a procedure as your favorite 
newspaper uses. “They use 
photos and articles supplied 
by the various press associa- 
tions for which they pay 
a small fee. To control 
such articles would not be 
possible for any one indi- 


vidual publisher. “THE 




















sands of shrewd owners 

and managers of jewelry stores to drop the time- 
taking detail from their shoulders and still have 
sales-getting, compelling advertisements on time 
every month in the year commencing December. 

The retailer in almost every line of business needs 
someone in a central location to research for ideas, 
plans and methods used by other successful retailers, 
then to pass these ideas along to the advantage of 
the hundreds of busy jewelers subscribing to the 
inexpensive plan. 

Constant contact with the country’s leading 
manufacturers makes it possible to get from them, 
each month, the outstanding merchandise wanted 
by the American-buying public. These and only 
these items are the ones we will pass on in our 
advertising mats—ready for immediate release to 
your local newspaper. All that will be required 
of the buyers of this service will be to add their 
store signature and the prices if you so desire. 


JEWELERS’ CIRCU- 
LAR” plan is identically the same process merely 
confined to the Jewelry Industry. 

It’s really possible in this new cooperative scheme 
for you to employ experts in copy, art and type 
at a few dollars a year. The whole idea now rests 
in the hands of the retail jewelers who require such 
a service and appreciate our efforts in their behalf. 
Naturally a substantial response to this announce- 
ment will be the only answer to the success or 
failure of it. The more jewelers returning the 
coupon the more successful will be the service to all. 

We have to start somewhere and as our con- 
tribution we are selling the first fine December ad 
mat for one dollar. In the first coupon we ask you 
to kindly state your preference for illustrations. 
Check off what you desire most by numbering the 


articles listed in the return coupon in the order of 


their importance to you. Tell us if Rings or 
Watches or Silver or other goods are your preference. . 











82 


THE JEWELERS’ CIRCULAR 


for November, 1933 


. 











4 Counsellor ? 


We can then judge what the majority 
of smart stores wish to feature and act 
on your own judgment rather than our 
own. 

The finished December advertisement 
will be reproduced in this same space in 
our next issue, but will only be sent to 
stores whose checks are received prior to 
November 30th. 

Stop for a minute and consider the 
help this service will be, even if you 
employ a man who devotes his entire 
time to advertising. One cut alone would 
be worth the whole fee. Time is the 
major factor, which is always the case 
with most jewelers who have a desk full 
of detail, yet admit they should spend 
more time in the preparation of their 
messages to their public. 


Return this coupon today 





The Jewelers’ Circular 
239 W. 39th St. 
New York City 


Enclosed please find one dollar for the 
December advertising mat featuring newest 
items of America’s leading manufacturers. 
You are to send us “Key” to the items il- 
lustrated, giving maker’s name, etc. 


We prefer items featured in the order of 
importance signified by our numbers below. 


DIAMOND JEWELRY.............. 
i SE ee ee eee 
STERLING SILVERWARE.......... 
PLATED SILVERWARE ........... 
SMNEE, sosccuncebeccers sieeineves 


SPOOR EIS BUNOD so cvccconsveresccs 
MR NMOMUEMEE S6t is ccebusteccccsa’ 


Jeweler 


oY 


Street . 
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Announcing our complete collection, of 


FROM A FAMOUS 
SHOP **+ KIND TO 
YOUR POCKETBOOK 


Ladies’ dependable 14 Kt. white gold ribbon wrist 
watch—17 jewels 


Men’s heavy 14 Solitaire dia- Diamond -stud- 
Kt. green gold mond in modern ded platinum 
cuff links, en- platinum setting wedding $50 

2 


gine’ turned of lacey ring... 
with shield for design. S200. 


engrav- 
ae ..: $8. 


—Q> 


12” Sterling centerpiece with 14” Sterling silver flower vase with 
chased decoration and attrac- etched conventional decora- 
tive mesh $38. $22. 
































Men’s accurate Hamilton strap watch, 17-jewel guaran- 
teed movement—14 Kt. green gold case, imported 5 
pigskin strap $4: e 


JEWELER'S SIGNATURE 





The above is NOT the finished advertisement, but is used only 
to interpret the idea of “The Jewelry Ad of the Month.” 


83 








Contract Bridge and the Jeweler 


Emil Brunner 


U, to the present 
time, as far as the familiar symbols of playing cards are 
concerned, many jewelers have been acquainted only with 
the possibilities of Diamonds. Even Hearts are of some- 
what passing interest when applied to engagement and 
wedding rings, and Spades and Clubs are just things to 
dig and hit with respectively. 

Do you know that about 20 million people play Con- 
tract; that probably the well known four out of five that 
enter your store are Contract addicts; that by virtue of the 
fact that your store is less crowded, you have the chance 
of a lifetime to add a profitable line of merchandise in 
keeping with the dignity of your establishment and take 
the play away from other types of stores; and get cus- 
tomers inside that would not otherwise enter your store; 
did you know that Tiffany and Cartier do a surprising 
business on Bridge accessories? Interested? Well, you 
ought to be. A small section of the smartest or the most 
modest of jewelry stores devoted to an intelligent and 
discriminating selection of items which the Bridge player 
is really interested in, and eliminating the cheap junk 
which is anathema to him, will return handsome dividends 
to any merchant intelligent enough to grasp the oppor- 
tunity. 

The purpose of this article is to give a few tips on what 
to carry and what not to carry. 

As soon as you open a Bridge section, every salesman in 
the country will be on your doorstep with whatnots and 
gadgets which, according to their story, will sell in the 
hundreds. Before you know it, you will be loaded up with 
this and that, and the “‘fat is in the fire.” Don’t let them 
kid you. There are just a few items a “well-dressed” 
jewelry store should carry and advertise. They belong 
all together in one nice display with a few neat touches 
to give the exhibit a Bridge atmosphere. 


In this article, Emil Brunner, 
Jeweler of Westfield, N. J., 
offers some practical advice 
on the merchandising of 
bridge cards and bridge ac- 
cessories. On the right is a 
suggested counter display of 
cards and specialties for the 
jewelry store. 


Playing Cards. Select your cards with the assistance 
of a keen Bridge player. Sell a double pack for 75 cents, 
a double pack for $1, and-a double pack for $1.25. Don’t 
fool around with cheaper cards (they are just junk), and 
work up a reputation so that Mrs. Bridger says to her 
friends, “I wonder why I always get better cards from 
Blank, the Jeweler, than anybody else in town.” Playing 
cards are the biggest volume item. Specialize also on 
monogrammed cards. 

A Suede Card Table Cover. There are a dozen dif- 
ferent card table covers. Refuse to even show one that is 
not the very highest quality suede cloth. It is the only 
playing surface worth while. Get the finest on the market 
to sell at $1.25, and a very good quality to sell at $1. It 
is estimated that suede covers worth $250,000 were sold 
last year, and this is conservative. 

Bridge Tables. Nice, but don’t bother with them. 
Leave out lamps too, unless you want to doll up your 
Bridge Section with a couple of stunning numbers and be 
willing to sell them to any one who admires your taste. 

Score Pads. Select about four designs only and refuse 

(Turn to Page 109) 
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t Ven Cory puts BEAUTY 


“BACK ON THE GOLD “STANDARD” 


that’s precious holiday news for the Jeweler! 


nd They look like jeweler's pieces ... They look like—money ... They're 


~ the smartest compacts Coty has ever produced—and they're so 
ng inexpensive it's almost incredible! That's the kind of Christmas mer- 
2 chandise Coty is offering the jeweler this year! Gold-toned metal 
¢: compacts featuring the use of soft feminine color accents, grouped 
“ variously with metal Purse Perfume cases and lipsticks to match— 
It with crystal-clad perfume—with toilet water and face powder. 

" Beautifully packaged in special gold-and-ivory Christmas boxes, velvet- 
a lined, the new Coty sets for women look “like a million’—and are 
be priced from $2.00! Full Coty-protected profit! Country-wide adver- 
Ise tising to familiarize holiday buyers with this glamorous new gift mer- 


chandise! Displays in your window will bring this holiday business 
into your store. Write the Jeweler’s Gift Department, Coty, Inc., 


714 Fifth Avenue, New York City, for full details. 


Here are three of the man 
. BOUDOIR SET (No. 9500}—De Luxe box of Coty Face 


Powder; fluted Toilet Water flacon, color-capped. 


handsome new Coty gift sets. 
Retail $2.50. 


You can see they belong on 


every jewelers counter! 





PURSE SET (No. 8900)—New gold-tone compact 
with turquoise inlay—purse perfume case and lip- 
stick to match. Retail $3.75. 


1 OZ. PERFUMES (Serial 98) 
Crystal flacon in holiday box. 
Favorite Coty odeurs. Retail $4.15. 


COTY, 714 FIFTH AVENUE, NEW YORK 
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Code Hearing for American Jeweled Watch Industry 


WasHINGTON, D. C.—At the public hearing in con- 
nection with the NRA code of the American jeweled 
watch manufacturing industry held on Oct. 12 before 
Deputy Administrator R. B. Paddock, the question of 
foreign imports was brought sharply to the fore. 

A. M. Halligan, representing the Association of Manu- 
facturers, was the first witness. After reading the code, 
which would establish a minimum wage of 35 cents per 
hour, with an exception of 80 per cent of that rate for 
messengers, learners and students, Mr. Halligan pro- 
posed a number of clarifying amendments, chief of which 
was concerned with a controverted section of the fair 
trade practices division under which “below cost” sales 
would be prohibited only after the code authority had 
announced that adequate relief was afforded the industry 
from the competition of foreign watches and parts im- 
ported or smuggled into this country. 

C. M. Kendig, president of the American Jeweled 
Watch Manufacturers Association, testified that out of 
60 watch making companies which had been launched in 
America since 1850, only three remained to sign this 
code. He stated that whereas the total domestic pro- 
duction of watch movements in 1932 was 434,000 and 
an additional 432,000 had been imported, the demand in 
that same year was for 1,935,000 movements. Mr. Ken- 
dig charged that more than 1,000,000 watch movements 
had been smuggled into the United States that year, and 
had deprived labor of 12,800,000 hours of employment, 
together with a loss to the government of $2,000,000 in 
duties. ; 

J. Freistadter, superintendent ot the Waltham Watch 
Co., testified that since signing the President’s Reem- 
ployment Agreement, average hourly wage earnings had 
been increased 26 per cent in his plant, with an increase 
of 20 per cent in total employees, bringing the present 
average weekly pay roll up to $27,000, an increase of 42 
per cent. The witness stressed the difficulty of obtaining 
high class labor required to finish and assemble watches, 
and pointed out that training of a finisher required at 
least two years. 

George Luckey, representing the Hamilton Watch Co., 
stated the time required to produce an individual watch 
which received from 1000 to 1200 distinct operations. 
He cited this as making necessary the employment of a 
large staff of skilled help. 

Mr. Luckey said that since signing the NRA, the 
total employees of his plant had been increased from 
702 to 914, with an increase in the average weekly wage 
rate of 49.3 cents an hour to 54.4 cents, bringing a rise 
in the total weekly pay roll from $5,714 to $15,070. 

Mr. Stringer, representing the Elgin National Watch 
Co., stated that the seasonal nature of the industry re- 
quired that the weekly maximum hours be not less than 
the 40 proposed under the code, with an allowance of 
48 hours in any one week during peak periods. He stated 
that his company had organized a contributory pension 
system in 1918, and that since 1927 it had paid out 
$2,368,000, with 410 persons now drawing pensions. 

In support of the code’s provision for students, Mr. 
McLaughlin, representing the City Schools of Lancaster, 


Pa., said that since 1926 these schools had been assigning 
apt -pupils for training for the plant of the Hamilton 
Watch Co., and that this cooperative arrangement had 
enabled the schools to increase their usefulness. 

Mr. Strawn, representing the Elgin National Watch 
Co., stated that despite an increase in employment of 25 
per cent for female workers and 10 per cent among 
male workers since his company had signed the NRA, 
there had been no increase in prices. ; 

Objecting that the code’s section dealing with imports 
should be deleted, George J. Gruen, president of the 
Gruen Watch Co., and speaking for the American Watch 
Assemblers Association, stated that he could see no reason 
for the code to contain this provision as a fair trade prac- 
tice. 

Ira Guilden, representing the Bulova Watch Co., en- 
dorsed the views of Mr. Gruen and stated that his com- 
pany had not been invited to confer in formulating this 
code. In response to questioning by Deputy Paddock, 
Mr. Guilden stated that 40 per cent of his entire line 
now received 90 per cent of American labor in its pro- 
duction, and that machines to be imported Jan. 1 would 
make 75 per cent of his entire production of American 
manufacture. He asserted that the present tariff offered 
the American watchmaker ample protection. 

On behalf of employees of the Waltham Watch Co., 
W. Cunniff then offered several amendments which 
would establish minimum wages at 40 cents an hour for 
males and 35 cents for females, with a provision that aged 
or incapacitated employees no longer able to earn the 
minimum might be permitted to work, but not to exceed 
in number 5 per cent of available employees. 

William Karlin, representing the International Jewelry 
Workers Union, submitted on behalf of labor a number 
of amendments to the code, chief of which would estab- 
lish a minimum wage by various crafts and ranging from 
$15 per week for apprentices and messengers up to $50 
per week for adjusters. He proposed a maximum work 
week of 30 hours for all save clerical and shipping em- 
ployees, with one shift only. Other amendments would 
abolish piecework and homework, raise the minimum 
age for child labor to 18 years, license code signers to 
use an appropriate NRA symbol on their products, and 
provide for representation of labor on the code authority. 
He also protested the use of students in watch making 
plants. 

On the objections of Mr. Karlin to a provision in the 
code which would inflict a penalty of $2.50 as liquidated 
damages for each movement sold in violation of the code, 
Mr. Kendig stated that this provision was incorporated 
in the code in order to provide speedy punishment for 
violators. Mr. Karlin again objected, stating that such 
a provision would lead to possible escape for code vio 
lators from the exact penalty prescribed by the recovery 
act. 

Samuel E. Beardsley, representative of the NRA Labor 
Advisory Board, insisted that the proposed 40-hour week 
would not meet the need for employing skilled watch- 
makers, and that the hours must be reduced. 
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Selected Gifts For Christmas Selling 









A new table accessory of unusual 
beauty is the Servicigarette, manu- 
factured and sold exclusively by 
Bridge Headquarters, 12 East 4st 
St. New York. Gleaming bakelite 
and chromium base with four con- 
tainers for your favorite cigarette. 
In chromium and bakelite, $15.00 a 
dozen; in maple and lacquer, with- 
out feet, $7.50 a dozen. Delivery 
November 10. 





A new Order of Eastern Star ladies’ pin made 

with colored stones and points instead of the 

usual enamel. Raised gold trimming. Made 

of 14kt. white gold. Retails for $19 each. 

Made by Harvey & Otis Co., Providence, 
Hs 





The beauty of cultured pearl earrings, rings and 
dress studs makes them gifts of outstanding 
interest. The sheen and lustre of these lovely 
gifts can always be depended upon to win the 
lasting admiration of the recipient. Earrings 
14kt. W.G. engraved, cultured baroque pearl, 
retails at $50. Ring, 14kt. W.G. engraved, 
cultured baroque pearl, $40. Dress Stud, 14kt. 
gold pipe stem, cultured pearl, each $10. Leys, 


Christie & Co., New York. 
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Your Customers Will Find 
Among These New Items 
Many Acceptable Christ- 
mas Gifts; Be Prepared to 


Offer a Wide Selection 





Condiment set revolving on a ball-bearing 
pedestal. Most useful table article in fine 
china with colorful floral decoration and gold 
bands. Plate 10% and 8% inches in di- 
ameter, height 12 inches. Paul A. Straub 
& Co., New York City. Retails at $10.00. 


Tea bells, sterling silver with 
novel handles, retailing at 
$10.00 each. Made by 
Currier & Roby, New York. 
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Chromium jump-hour pocket desk watch. 
Sold by De Frece Bernstein, New York 
City. Retail price between $20 and $25. 





For those interested in sports here is 
an excellent timer. Long hand registers 
fifths of seconds and small hand indi- 
cates minutes up to 30. Jules Racine 
& Co., 20 W. 47th St., New York. 








Provide your cus- 
tomers with an 
opportunity of 
selecting gilts that 
are new. Note the Appreciated by every woman, a string of graduated 


: cultured pearls with a luxurious lustre and brilliant 

many attractive sheen. The strand illustrated is approximately 17 
5 inches long and shown by K. Mikimoto Co., New 

For convenience and complete protection of the con- items shown on York. Priced to retail from $35 up. 

tents, this DeLuxe Zipper Tuck-Away “J”—a Pre- 3 

vent-Tarnish container—is the last word. The this page 

flatware is Holmes & Edwards Inlaid. 26-Piece Sets 

$27.75 to $33.25. 34 Pieces $35.50 to $43.00. 





This rare gift of unusual 
luxury appreciated by 
gentlemen as an individual 
gift of distinction. This 
pair of platinum cuff links 
with 50.49 star sapphires re- 
tails at $800.00. A real gift 
of excellent quality. Jerome 
Richheimer, 608 Fifth Ave., 


New York City. 
Tankard Beverage Set—Rustic Design. Consists of 


six tankards and the oval tray. Patterned after the 

old English tankards, found in taverns centuries ago, 

this rustic set is remarkably picturesque for home 

recreation rooms. Capacity of tankard is 14 ounces, 

size of tray is 10 x 16 inches. List price, 7-piece set 

complete, $10.14. West Bend Aluminum Co., West 
Bend, Wis. 








Here is a pen which might be called 
the ideal gift fountain pen. The ad- 
justable feature of Eversharp means, of 
course, that it fits any one’s individual 
writing. No need to change the point. 
La Pierre French enamel dresserware. “Make-Up-Mirror” Patents The recipient will be sincerely delighted 
Pending. A combination hand and table mirror especially designed with it, right from the start. Notice 
for convenience in making-up. The mirror stands alone on the the unusual feature of an etched glass 
dressing table allowing the free and unhampered use of both hands. display, which serves-as a pen and 
La Pierre Mfg. Co., International Silver Co., Successor, Walling- pencil rest for the desk. The Wahl 
ford, Conn. Company, Chicago, IH. 
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“Vogue” says, “Slender, graceful and 
modern is the newest sterling flat- 
ware pattern in the famous Gorham 
line.” Teaspoons are $16.00 a dozen; 
a 38 piece service for six—$86.75. 





Lektrolite, the flameless mystery 
lighter attractively packed in gift 
cartons with filler kit. Platinum 
Products Co., 521 Fifth Ave., New 
York City. Retails at $5.00. 


Identification bracelets are ideal gifts 
to adults and adolescents. Forstner 
bracelets are available in Sterling 
Silver and “Forstner Encased” (Gold 
Plated) qualities. The assortment 
pictured is put up in Sterling only. 
The individual bracelet shown illus- 
trates how the name shields may be 
engraved. Forstner Chain Corp., 
Irvington, New Jersey. 
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Christmas gilts are selected for 
their newness and novelty. A 
number of such items are featured 


on this page 





The appreciated gift for a man. 14-karat 
gold magic pencil. Can be conveniently 
attached to chain, pencil collapsing to fit 
in vest pocket. Louis Tamis & Son, 36 
West 47th St., New York City. 








Genuine yellow jade cigarette box, 
embellished with elaborate design 
featuring floral decoration of car- 
nelian, lapis, coral and green jade. 
Chinese Gems Co., 20 West 47th 
St., New York City. Retails at $15.00. 





The exceptional gift for that favorite kid- 
die is this “Youngster Set” in 1847 Rogers 
Bros. An elephant spoon, a giraffe fork and 
a monkey pusher-knife, all in a very at- 
tractive turquoise blue box with an at- 
tractive picture on the inside of the cover. 




















Marsh sterling silver belt buckles 
make an ideal man’s gift. They retail 
from $2.00 up. Buckle and tie clip 
sets retail from $4.00. Made by 





For gift purposes, Waddington’s Eng- 
lish playing cards rank high among 


Selected Gifts for 





Chelsea Bird pattern from Myott’s 
pottery, Staffordshire, England. The 
coloring is exquisite in green or ma- 
roon. Service plates to retail at about 


C. A. Marsh Co., Attleboro, Mass. 


$14 a dozen. They are carried in 
stock by Justin Tharaud, 129 Fifth 
Ave., New York. 


people who take cards seriously and 
appreciate a really distinctive gift. 
The cards are linen grained with 22 
kt. gold edges. 70 designs to choose 
from. Trade brochure and prices 
from the Playing Card Division, 
Spencerian Pen Co., 349 Broadway, 
New York. 


“Ronson Tuxedo,” the gift that be- 
comes the most valued to a smoker. 
Made in a wide variety of patterns, 
this combination cigarette case and 
Ronson lighter will have a holiday 
demand. A really distinctive gift for 
a man. Art Metal Works, Newark, 
N. J. Retail price, $12.50. 





New Grecian design ensemble. A clever orgination 

combining the fleur-de-lis motif and interlacing 

rows of diamonds. Engagement ring channeled—- 

set with 20 and wedding band with 30 selected 

diamonds. Stones are 34 pointers. Engagement 

ring is made in platinum only and moderately priced. 
The Bristol Seamless Ring Co., New York. 


Arcadia—Super-compact radio. Five improved tubes equals 

performance of many seven-tube radios, long and short 

wave, range 530 to 4000 K.C., alternating and direct cur- 

rent supply. Net weight, 10 Ibs. The Ball Co., Chicago. 
Retail price, $35. 
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Christmas * 


This cocktail set includes a long 
narrow tray, a set of cocktail cups, 
and a very striking black banded 
cocktail shaker. Removing the top 
the drinks are poured through a re- 
movable strainer. Designed and 
manufactured by Chase Brass & Cop- 
per Co., Specialty Sales Department, 
200 Fifth Ave., New York City. The 
items are sold separately at retail. 
They are tray at $2.00, the cups only 
50c. each, and the shaker retails at 
around $4.00. 





This delightful ring always an ac- 
ceptable gift for HER. A wide selec- 
tion of rings made with genuine 
stones are offered: Chinese jade, Rus- 
sian lapis, carnelian, turquoise, ame- 
thyst, rose quartz, coral and ca- 
bachons of all colors. The ring is 
made in solid gold, shank hand- 
engraved. Walter Lampl, New York 
City. Retail price, $7.50. 


Casco Onyxoid light- 
er. A most useful 
gift, convenient for 
desk, table, home or 
office. This electric 
cigar lighter is an 
exquisite smoker's 
accessory obtainable 
in a large assortment 
of colors. Can be 
used on A.C. or D.C. 
lighting circuit. At- 
tractively in the 
modernistic motif. 

Casco Products Co., 

Bridgeport, Conn. Re- 

tails at $2.50. 
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Here is a novel, scientific gift for 
every lover of outdoor life—The 
Sunwatch, “the tickless timepiece” 
—combining a compass and a sun 
dial in one compact case, for scout- 
ing, hiking, fishing or camping. Made 
by Outdoor Supply Co., New York, 
to retail for $1.00. 
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The invention of a new radio circuit 
which requires only two vacuum 
tubes for loud speaker operation 
from either alternating or direct cur- 
rent lines has made possible the first 
AC-DC pocket radio. Announced by 
the Ann Arbor, Michigan, laboratores 
of the International Radio Corp. It 
is small enough to fit in a coat pocket 
and can be comfortably held in the 
palm of the hand. This smallest 
radio in the world (measuring four 
and a half inches wide by two inches 
thick) is a new feat of radio science 
and offers new fields of radio devel- 
opment. International Radio Corp., 
Ann Arbor, Mich. Retail price $12.50. 





ge(tinst Jd tab bed pa Fg Eat . a 








Wachenheimer flexible sterling sil- 
ver bracelets are a fitting adornment 
for any woman. They are made in 
one-, two- and three-row styles and 
retail from $5.00 to $18.00. Made 
by Wachenheimer in Providence, R. I. 
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“Piccadilly” military set. What man 
doesn’t like a quality Christmas gift of 
this kind? The three pieces are cased 
in substantially constructed brown leath- 
er with green silk lining. A gift with 
lasting sentiment. R. Wallace & Sons 
Mfg. Co., Wallingford, Conn. Three 
pieces in case as shown to retail at 
$13.50 in sterling silver. 





Fortunate are those whose birthdays 
come in December. This “Ring-of-the- 
Month” manufactured in 14 kt. white or 
yellow gold contains the additional fea- 
ture of being mounted with two fine 
white diamonds. This ring adds instant 
appeal to the year-round popularity of 
birthstone rings as ideal gifts. Unter- 
meyer-Robbins & Co., New York City. 
Retails at $25.00. 





The sift for every member of 
the family. Telechron  self- 
starting alarm clock can be 
had in Butler finish. Available 
in a number of color combina- 
tions. Warren-Telechron Co., 
Ashland, Mass. Retails at $5.95 














SALES 






No. 3F53 


Modern molded case in green, ivory, 
black, red or rose quartz. 
PVs ckcsch ease cess 





NEWBERRY 
Colonial 


$595 


No. 3F55 
Big clock for little money. 
design, mahogany or maple 
| ee eee 


hey PA) | 
stm 

Y/ 
~ 
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MINITMASTER 
Molded case. Illuminated face. Minutes 


No. 8BO1 
click past like the miles 
on a speedometer. Retail 


$1095 


DAPHNE 


$450 





LEADERS 
PROFIT PRODUCERS! & 








Ls 


No. 3F51 


DUKE 
Black composition case with gold- 


finished trim. 43%” high. 


ES ES a rr ee 


$450 


No. 2F01 CONSORT 
Wall clock for kitchen or bath. Chrome 
case with molded bezel in 4 4 95 


choice of 6 colors. Retail 


Why TELECHRON? The pioneer; 
the best known; most aggressively 
advertised; good profit margin; 
reverts practically nil; rapid turn- 
over; better designs; low prices. 
Prices subject to change without notice 
WARREN TELECHRON COMPANY 
ASHLAND MASSACHUSETTS 


Selech rote 


(Reg. U. S. Pat. Off. by Warren Telechron Co.) 





WARREN TELECHRON COMPANY 
311 Main Street,. Ashland, Mass. 
Send full information to: 


Name 





Address 











MEMBER 
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No. 7F55 SIGNALETTE 
Modern alarm. Case and frame in 


chrome or gold finish. 
Black molded base. Retail $ 995 








> 





' 4 

No. 7F53 TELECALL 
New alarm, with chrome or gold fin- 
ished case and molded base $ 5 95 
Riceinemeienl 


in choice of colors. Retail 











- s _ al rs wep: 
No. 8B03 MINITMAN 
Cyclometer type, without sweep-seconds 


disc. Handsomecaseofma- § > 95 
a 


hogany. Satinwood panels. 
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New York Jewelry Strike Settled 


Employers and Workers Reach Agreement and Men Return 
to Their Duties 


The strike of workers in the jewelry 
manufacturing industry in New York, 
which began on October 12, has ended 
and the workers returned to their benches 
on Tuesday morning, Oct. 24, a settlement 
having been reached between the Jewelry 
Crafts Association, Inc., the Associated 
Jewelers, Inc., and the platinumsmiths 
with the International Jewelry Workers 
Union, Local No. 1 and the International 
Jewelry Workers Union of the American 
Federation of Labor. 

The agreement provides for a 35-hour 
week with one hour for lunch. Work 
done on Saturdays or holidays and over- 
time is payable at time and a half. The 
minimum wage scale ranges from 85 
cents an hour for press hands to $1.50 an 
hour for setters working on hand-made 
platinum jewelry. Apprentices receive 
not less than $13 a week for the first 
three months. The pay increases accord- 
ing to a set scale over a period of two 
years at the end of which time wages 
are to be not less than 70 cents an hour, 
the pay for class B mechanics. 

The agreement became effective when 
the workers returned to work, with the 
exception that the provisions relating to 
compensation and hours of labor become 
effective Nov. 6. The contract remains 
in full force until July 1, 1935, and there- 
after from year to year unless the em- 
ployers or the workers give written notice 
of intention to abrogate or amend the 
agreement. Such a notice must be given 
at least 30 days before the expiration of 
the contract. 

During the term of the agreement, all 
complaints, disputes or grievances arising 
between the associations and the unions 
or between members of the unions and 
members of the associations involving 
questions of interpretation or application 
of any of the clauses of the contract, or 
other disputes shall be referred to an 
Adjustment Board composed of an equal 
number of representatives of the asso- 
ciations and unions. If they fail to agree, 
the question shall be referred to an um- 
pire to be mutually agreed upon by both 
sides. 

Piece work, except in the case of set- 
ters, is not permitted. All homework is 
prohibited. A piece work basis is pro- 
vided for setters. 
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On the part of the unions, it is agreed 
that no member of the unions is to be 
permitted to rent space in any manufac- 
turing concern for the purpose of pro- 
ducing jewelry. On the part of the mem- 
bers of the employers associations, it is 
agreed that no members shall loan or 
rent bench space or other manufacturing 
facilities for the purpose of manufactur- 
ing jewelry. 

The contract recognizes the right of 
collective bargaining as defined under the 
National Industrial Recovery Act. 

It is also agreed that the number of 
apprentices shall not exceed 5 per cent 
of the total number of workers employed 
in the shop except that an employer of 
less than 20 workers shall be entitled to 
employ one apprentice. 

The agreements have been approved at 
mass meetings of employers and workers, 
held on Saturday, Oct. 21. At these rati- 
fication meetings, there was scarcely a 
dissent to the plan of settlement as pro- 
posed by the conferees of the manufac- 
turers and workers. 

Benjamin Katz, chairman of the manu- 
facturers’ committee, presided at the meet- 
ing of the manufacturers held at the 
Hotel New Yorker on Oct. 21 to submit 
the agreement to the New York manufac- 
turers. 

He introduced Joseph L. Herzog, who 
addressed the manufacturers and asked 
for an endorsement of the recommenda- 
tions to be offered. 

Chairman Katz then reviewed the 
work which had ‘been done by the commit- 
tee leading up to the adjustment reached 
with the jewelry workers and answered 
a number of questions from the floor in 
connection with the application of the 
agreement. 


Herbert A. Wolff, of Greenbaum, Wolff * 


& Ernst, counsel for the manufacturers, 
read the proposed agreement and an- 
swered a number of questions. 

Chairman Katz then called upon Jacob 
Mehrlust, Walter Scheer, Sigmund Cohn, 
Arthur M. Schneider, W. Waters Schwab, 
William L. Rich, of Grover A. Whalen’s 
NRA Administrative Board of New York 
City, and Major R. B. Paddock to ad- 
dress the meeting. 

Major Paddock is the deputy admin- 
istrator for the jewelry industry. He 





made a special trip by airplane from 
Washington, D. C. to attend the meeting. 





Winnipeg Jewelry Concerns Unite 


WINNIPEG, MAan.—The two largest re- 
tail jewelry firms of Winnipeg are uni- 
ting—D. R. Dingwall Limited, and Henry 
Birks & Sons, Limited, under the name 
of Birks-Dingwall Limited. 

D. W. Dingwall will be president and 
managing director and W. M. Birks of 
Montreal will be chairman of the board. 

This is similar to the recent Toronto 
amalgamation where the two big jewelry 
businesses of that city have united under 
the name of Birks-Ellis-Ryrie. As Birks 
own their premises in Winnipeg while 
the Dingwall store was leased, the new 
firm will at once occupy the Birks build- 
ing on Portage Ave. on the corner of 
Smith St. This amalgamation is, of 
course, in line with the times for increas- 
ing efficiency and reducing overhead. 

D. R. Dingwall Limited has had its 
jubilee in this city, having been founded 
by the father of the president in 1882. 
The Birks business, which opened on 
Main St. in 1903, has records of over a 
century in Montreal and traditions of 
several centuries in the silver and cutlery 
trade in Sheffield, England. Besides Win- 
nipeg and Toronto referred to above, 
they have leading jewelry stores in Mon- 
treal, Vancouver, Ottawa, Halifax, St. 
John, N. B., Quebec, Hamilton, Saska- 
toon, Edmonton and Calgary. 





Beware of This Woman 


Jewelers throughout the country are 
warned to beware of a woman who has 
been calling on the better class jewelry 
stores and requesting to be shown a dia- 
mond for her daughter or sister. She 
makes a selection, pays a deposit of $5 
or $10, gives a fictitious address and says 
that she will return in a day or two. She 
either substitutes a ring or steals loose 
diamonds if given the opportunity. 

The woman is described as being be- 
tween 45 and 50 years of age, about five 
feet two or three inches in height and 
weighing 130 to 140 pounds. She has a 
ruddy complexion, heavy eye brows, 
brown or dark gray eyes and coarse fea- 
tures and speaks in broken English with 
a decided German accent. 

When last seen she wore a black silk 
dress and black felt hat with a narrow 
brim and carried a dark brown shiny 
leather handbag. 








SE 


SELECTED for their 
exquisite designs and 
finish. Over 70 de- 
signs, reproduced from 


original paintings of || 
famous artists: Polo 
Series, Game Birds, 


Hunting, Old Masters, 
etc. Charming gift 
boxes of two and four 
packs, cellophane 
wrapped and_ sealed. 
An outstanding quality 
line. Trade prices and 
Brochure on request. 


Playing Card Division 


SPENCERIAN PEN COMPANY 
349 Broadway, New York, N. Y. 











Civics 


FINE PAPERS 





For wedding invitations, visiting cards, informals, 
monogram, address, crest and yacht stationery, 
Crane’s Fine Papers are featured and sold by the 
leading jewelers. Fer the coming season Crane offers 
a number of exclusive, new papers especially 
designed for them and their customers, as well as 
an unusual array of very attractive and 
correct gift boxes for the holidays. 


CRANE, OF DALTON 














LIQUIDATION SALE 
Diamond Watches 


and Diamond Jewelry 


Our entire stock consisting of 
Brooches, Bar Pins, Bracelets, 
Pendants, Rings, in both platinum 
and white gold. Modern, exquis- 
ite designs of the highest quality 
and workmanship. We solicit a 
call or inquiry. Prices will be 
found well below the market 
value. 


N. H. WHITE & CO. 
in liquidation 
21 Maiden Lane, New York 
Room 22 Telephone, Rector 2-3148 
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Comfortable and friendly hospitality has written 
a fine enduring tradition into the history of this 
famous hotel. When the question arises, “Where 
to put up in Philadelphia?’”—the knowing 
answer is, inevitably, “The Bellevue Stratford.” 


@ In Ye Olde Tappe Roome,—before 
and after theatre, concert or “the Game” 
—travelers and Philadelphians are enjoy- 
ing the appetizing dishes and combina- 
tions for which The Bellevue is famous. 


ellevue)tratford 


IN PHILADELPHIA ... CLAUDE H. BENNETT, General Manager 


“Ghe . 
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Chairman Krehbiel Reports on Retail 
Jewelers Code Under NRA 


Edward Krehbiel, chairman of the Na- 
tional Retail Jewelers’ Recovery Commit- 
tee, gave out a statement upon his return 
from Washington, D. C., last week in 
connection with the permanent code for 
retail jewelers, which is now pending, in 
which he said: 

“The permanent code for retail jewel- 
ers has been held in Washington pending 
the decision of the President on the mas- 
ter code for retailers. 

“The master code for retailers, having 
been approved by the President on Oct. 
21 and released on Oct. 23, will go into 
effect on Oct. 30. 

“The retail jewelers code committee 
has immediately applied for a separate 
code for the retail jewelry industry, and 
it is our confident belief that a separate 
code will be granted to retail jewelers. 

“The code for retail jewelers has been 
in Washington for some time in substan- 
tially completed form, having been dis- 
cussed with the Deputy Administrators 
and made to conform with the require- 
ments of NRA. 

“Now that the master code has been 
released, a date for hearing in the retail 
jewelers code will be set as promptly as 
possible, and it is our expectation that the 
Recovery Administration will soon there- 
after approve of a jcode for retail jewel- 
ers, which will go into effect at the earli- 
est convenient date after approval. 

“The retail jewelers code will undoubt- 
edly be very similar to the master code 
for retailing, especially in the hour and 
-wage clauses. It will have its own fair 
practice clauses. 

“In the meantime, jewelers are not af- 
fected by the master retail code for re- 
tailing, but continue to operate under the 
President’s reemployment agreement, or 
the substitute clauses for retail jewelers, 
which have been in force since August. 


“Edward Krehbiel, 
Chairman, 
National Retail Jewelers’ 
Recovery Committee.” 





Fair Competition Code for Retailers 
Approved by President Roosevelt 


WasHiIncTon, D. C., Oct. 23—An- 
nouncement was made today that Presi- 
dent Roosevelt had approved the retail 
code for millions of retail merchants. 
The proposed 10 per cent “mark up” for 
general retail trade has been dropped 
and the price control features have been 
abandoned. 

At the same time the President by 
executive order exempted local retail 
stores and local service industries in 
towns of 2500 or less, employing fewer 
than five persons, from the retail code 
and “the re-employment agreement. The 
code will apply to chain stores in the 
small towns. 

General Johnson issued an order per- 
mitting blue eagle employers to continue 
operating under the re-employment agree- 
ment or blanket code until the newly ap- 
Proved code for their industry has be- 
come effective or to begin immediately 
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operating under the wages. and hours. 


provisions of the code. After the effec- 
tive date, the code applies to all units in 
an industry. Retailers are now operating 
under the President’s re-employment 
agreement with modified provisions as to 
hours and wages. 

The “loss leader” practice in retail 
stores, especially the big chains and some 
other large mercantile establishments, is 
dealt with by a provision declaring that 
it is an unfair practice to sell any article 








TOMORROW 


—Altogether too many business men are 
wearing themselves down and out by worrying 
about the mistakes and misfortunes of yes- 
terday. 


—Futile waste of good and needed energy 
—unless we appreciate and apply the costly 
lessons learned yesterday to our plans and 
promotions of today and tomorrow. 


—Yesterday is past history and gone for- 
ever; today is here for a fleeting second; 
tomorrow is dangling its hopes and oppor- 
tunities before our imagination as long as 
we live. 


—So it’s a wise and well-balanced man who 
forgets the trials and tribulations of yester- 
day, and plans and works today for tomorrow. 


—Time is a perplexing element in man’s 
short space of service. 


—For today is always yesterday’s tomorrow. 








for less than its invoice price plus at least 
a part of the wages paid to employees in 
the stores. However, there is also a pro- 
vision under which any retailer may meet 
a competitor’s price in his trade area. 
Under this, it is expected that prices in 
any given trade area generally will be 
reduced to the level which the low cost 
establishment can afford. 

The complete text of the code of Fair 
Competition for the retail trade was 
published broadcast throughout the na- 
tion on Oct. 24 and retail jewelers should 
secure copies and study all the provi- 
Particular attention is called to 
Section 4 of article I, dealing with em- 
ployees; article V covering store hours 
and hours of labor; article VI covering 
wages; article VII on the limitations upon 
price increases and article IX, sections 1, 
2, and 4 on Trade Practices. 





Retail Jewelers Code Discussed at 
New York Meeting 


Under the auspices of the Metropolitan 
Retail Jewelers Association, a mass meet- 
ing of retail jewelers of the Metropolitan 
area was held at the Hotel Astor, New 
York, Monday evening, Oct. 9, at which 
Edward Krehbiel, general manager of 
Black, Starr & Frost-Gorham, Inc., who 
is chairman of the National Retail Jewel- 
ers’ Recovery Committee, was the prin- 
cipal speaker. 

Hyman Goldschmidt, president of the 
Metropolitan Association, presided, and 
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seated with him on the platform, in ad- 
dition to Mr. Krehbiel, were Samuel 
Feldman, president, New York State Re- 
tail Jewelers Association, George Kor- 
sunsky, president Bronx Retail Jewelers’ 
Association, Phineas Peters, président of 
the Brooklyn Association, Byron L. Shinn, 
counsel for the Congress of Precious 
Jewelry Manufacturers and Charles T. 
Evans, Secretary of the ANRJA. 

In order to expedite matters, Chairman 
Goldschmidt introduced Mr. Krehbiel im- 
mediately after calling the gathering to 
order and for more than an hour the 
jewelers present had the privilege of lis- 
tening to a clear and intelligent exposi- 
tion of the National Recovery Act to- 
gether with the reasons which prompted 
National President McNeil to appoint the 
membership of the National Retail Jewel- 
ers’ Recovery Committee, and a discus- 
sion of codes in general—why the retail 
jewelers wished to have their own code— 
of the work which has been performed 
and the conferences held. 

Mr. Krehbiel divided his subject in 
such a manner that a clear picture of 
the whole proposition was presented to 
his listeners, who were most attentive. 

Mr. Shinn discussed the subject of 
codes in general, and outlined some of 
the difficulties which the manufacturer 
had to face in the compilation of the 
manufacturer’s code. 

Other speakers were Charles T. Evans, 
secretary of the ANRJA, who counselled 
patience and confidence in matters per- 
taining to the code and told something of 
the work which had been performed by 
the National Retail Jewelers’ Recovery 
Committee; William Wagner, who urged 
memberships in local, state and national 
associations; Phineas Peters, who dis- 
cussed wholesale-retailing, and its at- 
tendant evils, and expressed hope that 
through the voluntary action of the other 
branches of the industry that this trade 
evil may become a matter of memory 
only; Samuel Feldman of the New York 
State association, who extended greetings 
from the state association and urged all 
to become members of the organization, 
and George Korsunsky of the Bronx who 
also extended greetings. 





Sam Newman 


Cuicaco, Oct. 20—The remains of Sam 
Newman who died at his home in Antigo, 
Wis., on Tuesday, Oct. 17, after a brief 
illness, were brought to Chicago on 
Thursday, where funeral services were 
held and burial services conducted at 
Waldheim Cemetery. He is survived by 
his widow. 

Mr. Newman, who was 52 years of 
age at the time of his death, was born 
in Chicago and spent over 36 years of 
his life associated with one jewelry house 
in this city. He started with A. Hirsch 
Co. as messenger boy and by faithful 
service and attention to his duties he be- 
came an important salesman in the or- 
ganization. At the time of his death he 
represented the company in Wisconsin 
with headquarters at Milwaukee. 































GOLD Emblems 
Marked ‘H&O’ 
Are Standard 





¥\) 


NaI) No. 4267, letter guard 
4 with chain. 


WISE 


No. 4757/33, numeral 
guard pin with chain. 





Ne. 4033/4319/4326/33 E.S. 
Past Matron pin, with numeral 





No. 2031, football No. 3996/4035 Comb. E.S. & 
charm. 


Shrine pins. 
School Fraternal 
College Athletic 


ASK YOUR WHOLESALER 


HARVEY & OTIS 


46 Chestnut Street, Providence, R. I. 
CHICAGO—Heyworth Building 
LOS ANGELES—Metropolitan Bldg. 





Janitor Mops Up Gunman 


Cuicaco, Oct. 23—A plucky janitor with 
a heavy mop saved T. N. Donnelly, dia- 
mond broker at 36 N. Dearborn St. a 
heavy loss on the morning of Saturday, 
Oct. 21. 

Two men drove up in a car, alighted, 
and while one stood guard with a shot- 
gun the other made a hole in the plate- 
glass window with a glass cutter and 
proceeded to pull out the diamond 
jewelry. 

There were several witnesses but only 
the janitor had the courage to interfere. 
When he saw the man reaching into the 
window he rushed out and crashed the 
big mop down on his head, disregarding 
the man with the shotgun. 

The bandits took flight, abandoning 
the, car and escaped in the crowd with 
about $3,000 worth of diamonds. The 
value of the entire display was valued 
by Chris Donnelly, the store manager, 
at about $60,000. 


Code Evasions Call Forth Statement 
from General Johnson 


WasHincton, D. C.—Code_ evasions 
through the giving of meaningless titles 
such as “assistant manager’ to minor em- 
ployees, causes General Hugh S. Johnson 
to issue the following statement: 

“In the President’s Reemployment 
Agreement it is provided that the maxi- 
mum hours shall not apply ‘to employees 
in a managerial or executive capacity 
who now receive more than $35 per week.’ 

“There are provisions in various codes 
excepting from the limitation upon hours 
of those described as ‘managers’ or ‘ex- 
ecutives’ and complaint has been received 
that in many instances employees are 
classified as ‘managers’ or ‘executives’ 
either for the purpose, or with the result, 
of exempting them from limitations upon 
hours. It has not been the intention of 
the Administration in approving such ex- 
ceptions to provide for the exemption of 
any persons other than those who exercise 
real managerial or executive authority, 
which persons are invested with responsi- 
bilities entirely different from those of 
the wage earner and come within the 
class of the higher salaried employees. 

“It will be presumed that no employee 
receiving less than $35 per week will be 
classified as a ‘manager’ or ‘executive’ 
so as to be exempt from any provision 
of any code regulating the maximum 


hours of work permitted in a trade or ° 


industry. Violations of the requirements 
of any code, as here interpreted, should 
be reported to the National Recovery 
Administration.” 





Thomas F. Brogan 


Thomas F. Brogan, Senior Past Ex- 
alted Ruler of the New York Elks Lodge, 
1, died on Friday, Oct. 20, after an op- 
eration in Mount Sinai Hospital. The 
funeral was held at 11 o’clock on Oct. 23 
at the Elks Club, 108 West 43rd St. 

Mr. Brogan was in his 78th year. He 
was born on the East Side and lived here 
all his life. He was a member of the 
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wholesale jewelry firm of Brogan & 
Glander, 521 Fifth Ave., which was 
formed about 10 years ago after his re- 
tirement from the firm of Thomas F, 
Brogan & Co., jewelry manufacturers, 
He made his home at 5 Prospect Place, 
in Tudor City. He leaves his widow, 
Burial took place in Kensico Cemetery. 





Richard Dimes, Jr. 


Boston, Mass.—The many friends of 
Richard Dimes, Jr., vice-president and 
production manager of Richard Dimes 
Co., sterling silver manufacturer of this 
city, were shocked and saddened to hear 
of his death by accidental drowning on 
Sunday, Oct. 8, in the waters off Winth- 
rop, Mass., where he made his home. 

“Dick”? Dimes was 38 years of age, and 
is survived by his father, founder and 
president of the company, his older 
brother, B. F. Dimes, treasurer, and his 
widow and two young children. 





Alleged Jewelry Thief Arrested 
in St. Louis 


BaLTimorE, Mb., Oct. 14—Announce- 
ment was made here today by United 
States District Attorney Simon E. Sobelof 
of the arrest in St. Louis, Mo., of William 
Malcolm Ritchey, alleged by the authori- 
ties to be an internationally known jewel 
thief, who, for years specialized in the 
theft of salesmen’s trunks. Ritchey is 
under United States indictment in Bal- 
timore for the theft of a salesman’s trunk 
containing jewelry valued at $20,000, 
which at the time of transit was the prop- 
erty of Ostby, Barton & Co. of Providence, 
R. 1. 

For seven years Ritchey has been sought 
in this country, Canada and Mexico, ac- 
cording to Thomas J. Finnerty, chief of 
the Baltimore office of the Pinkerton Na- 
tional Detective Agency, operatives for 
the Jewelers’ Security Alliance. Ritchey, 
according to Mr. Finnerty is wanted in 
several cities and at Montreal, Canada. 
In Ritchey’s room in a St. Louis hotel, ac- 
cording to word received here, detectives, 
it is alleged found three pistols, more 
than 100 master keys for baggage and 
hotel rooms, burglary tools and a large 
number of bogus baggage checks. 

Federal records here show that Charles 
L. Brown, a representative of the Ostby, 
Barton & Co., discovered that his trunk 
had been stolen from an express office here 


. of the Pennsylvania Railroad in June, 1926. 


Possession of the trunk was obtained 
through a switching of the baggage 
checks, agents of the Department of Jus- 
tice asserted. If Ritchey is not prosecuted 
in St. Louis he will be brought here for 
trial in the United States Court. 





S. Judson Mealy, engaged in the jewel- 
ry business for many years, has opened 
his new store at 331 N. Charles St., Bal- 
timore, Md. Mr. Mealy is a son of the 
late John W. Mealy, who for many years 
conducted one of the better jewelry stores 
on Lexington St., near Charles. At his 
new store Mr. Mealy will have asso- 
ciated with him his former watchmaker, 
William J. Hohmann. 
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Restrained from Using Name “Bulova” 


Following proceedings brought recent- 
ly by the Bulova Watch Co., New York, 
through its attorney, former United States 
District Attorney Sanford H. Cohen, be- 
fore the New York Supreme Court, Jus- 
tice Samuel H. Hoffstadter has signed an 
order perpetually restraining the Bulova 
Pen Co., Inc., Isidore Sandrow and Louis 
Morrison, distributors of fountain pens, 
from directly or indirectly using the name 
Bulova or any similar name in connec- 
tion with their business; from selling or 
offering for sale or advertising any mer- 
chandise bearing the name Bulova or any 
colorable imitation or like name, or from 
using any name or word which may be 
confused with the name Bulova. 

Upon the hearing in the matter the 
defendants admitted that they took the 
name so as to prevent the Bulova Watch 
Co. from going into the fountain pen 
business and using the name Bulova in 
connection therewith. 

Justice Hoffstadter said that it was an 
attempt by the defendant to trade on the 
good will and advertising of the Bulova 
Watch Co. and should be restrained. 





Providence Jewelers March in Big 
NRA Parade 


ProvipENCE, R. /I., Oct. 6—The NRA 
got away with~a bang for this month 
when, on Monday, Oct. 2, this city staged 
one of the biggest parades in its history, 
eclipsing the memorable Preparedness 
Day of 1916 and the Armistice Day in 
1918. And in this parade the jewelry 
industry was well represented, one en- 
tire division being formed by the manu- 
facturers. 

Among the aides to the Chief Marshal 
were William A. Shawcross, of Monroe 
Block & Co.; Alfred E. Lemon, president 
and treasurer of The Trophy Co., and 
Arthur Henius, precious stone dealer, 
chairman of the Providence NRA com- 
mittee. Edward O. Otis, Jr., executive 
secretary of the New England Manufac- 
turing Jewelers’ and Silversmiths’ As- 
sociation, was marshal of Division 12, 
composed of manufacturing jewelers and 
allied industries. Included in this. divi- 
sion were findings manufacturers and 
electroplaters. Manufacturers of optical 
goods were assigned to Division 19, mis- 
cellaneous industries and the retail jewel- 
ers to the retail division, while the de- 
partment stores formed a division by 
themselves. 

The jewelry division was headed by the 
Palestine Shrine Band. 





Maine Retail Jewelers 


HALLOWELL, Me.—In response to a call 
sigtfed by leading retail jewelers of the 
State, a meeting was held at the Worster 
House, here, Sept. 25, to reorganize the 
Maine Retail Jewelers’ Association. This 
association was one of the first to be 
formed and for many years was one of 
the most active in the country. 

The officers elected were as follows: 
President, Stanton N. Francis, Brunswick; 
vice-president, William C. Bryant, Jr., 
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Bangor; secretary-treasurer, Avard T. 
Purdy, Gardiner. Members of the execu- 
tive committee are: Mrs. Geo. V. Turgeon, 
Lewiston; D. Fortin, Waterville; Harold 
R. McKay, Presque Isle; Lloyd E. Daniels, 
Rockland; Albion Keith, Portland. 





Indiana Retail Jewelers Meet At 
Indianapolis—Baldwin- Miller Co. 
Celebrates 50th Anniversary 


INDIANAPOLIS, IND., Oct. 13—October 9, 
10 and 11 will always be memorable days 
for the jewelers of Indiana and Ohio who 
visited Indianapolis on these days and for 
Joseph E. Regan and his associates of the 
Baldwin-Miller Co. During these days 
the Indiana Retail Jewelers’ Association 
held its annual meeting, the Baldwin- 
Miller Co. held its 50th anniversary cele- 
bration and Mr. Reagan, president of the 
company, celebrated his 50th anniversary 
of association with the company. 

Sessions of the association were held 
on Monday and Tuesday. Routine busi- 
ness occupied the time Monday morning 
and in the afternoon codes and taxes 
were discussed with Reginald Garstang, 
of the Julius C. Walk & Son, Inc., leading, 
in the discussion of the jewelers’ relation 
to N.R.A. and G. Fred Wiedman, presi- 
dent of the Associated Retailers of In- 
diana, talking about “The Indiana Re- 
tailer and the Tax Problem.” 

The Tuesday session was a_ round 
table discussion of the subjects discussed 
on Monday as well as that of the gold 
situation and new regulations of interest 
to jewelers. At this session officers were 
elected for the coming year. Officers are 
president, A. S. Rowe, Indianapolis; vice- 
president, E. O. Little, Auburn; secretary, 
H. Elmer Lodde, LaFayette, and treasurer, 
Gerry Mohlman, LaFayette. Directors 
are Leo Simon, Vincennes; Reginald Gar- 
stang, Indianapolis; Warren H. Miller, 
Princeton; Earl F. McConnell, Oakland 
City, and Ralph Roessler, Marion. 

On Monday evening an informal dinner 
was given visiting jewelers and their 
ladies by the Indianapolis Jewelers’ Guild 
in the Travertine room of the Lincoln 
Hotel. Before dancing was announced 
short talks were made by several of those 
present and a very interesting address 
was given by E. C. Belzer, of the Indiana 
Bell Telephone Co. 

Tuesday night the Baldwin-Miller Co. 
gave its anniversary dinner in the Tallyho 
room of the Hotel Antlers:and this was 
the climax of the week. There were 
souvenirs, dinner, music, entertainment 
and dancing. It was just a fun evening 
and the fun was interrupted only once 
when a beautiful plaque with a raised 
monogram of the Baldwin-Miller Co. and 
engraved with expresions of congratu- 
lations and appreciation of Mr. Regan by 
his associates in the business was pre- 
sented to Mr. Reagan in their behalf by 
Claud Wheeler of THE JEWELERS’ CIRCU- 
LAR, with appropriate remarks. 

During the three days there was open 
house at the headquarters of Baldwin- 
Miller Co. where a very wonderful show- 
ing of fall merchandise was on display. 
The large merchandise room was turned 
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into one big display room with their own 
merchandise and full sample lines of 
several manufacturers. 





Inquiry as to Diamond Broker 


The police have been asked to try and 
determine the whereabouts of Harold 
Unger, a diamond broker, who had an 
office at 65 Nassau St., New York. 

It is alleged that on Sept. 28 and 29, 
Unger obtained diamonds and jewelry on 
memorandum and the police say that he 
probably left New York at that time. It 
is claimed that he obtained the merchan- 
dise by representing that he had prospec- 
tive customers for it. 

Anyone knowing or learning of his 
whereabouts is asked to notify the police 
of the Old Slip Station or the United Dia- 
mond Merchants Association. 





Diamond Setters Association Formed 


On Oct. 14, at the Hotel McAlpin, New 
York, at a convention of diamond setters 
from various parts of the United States, 
the initial steps were taken in the organi- 
zation of the National Diamond Setters 
Association. Present at this convention 
were delegations from most of the impor- 
tant jewelry centers in the country. 

Claudius A. Marckley of San Francisco, 
president of the California Diamond Set- 
ters Association, presided at the meeting, 
Raymond J. Gorsky of Newark being the 
temporary secretary. The permanent of- 
ficers elected were as follows: Joseph 
Kraysler, New York, president; Freder- 
ick Miller, Boston, treasurer; Peter J. 
Carracino, New York, secretary. 

At this meeting steps were outlined and 
discussed for the inclusion within the 
association of every local association of 
diamond setters in the country. 

After deciding upon Chicago as the 
place of the next national convention, in 
the beginning of September, 1934, the 
meeting adjourned. 





Platinum Market 


Platinum prices, as of Oct. 24, were officiaily 
uoted as: 


OE oc. ccasndanneadadewes nts $36.00 
Containing 5% Iridium................ 37.25 
Containing 10% Iridium............... 38.50 
ROMO | So 6s 2 Fibs « ees Ce saa 60.00 
PURRGIOE © cee es cnves dia evense are 20.00-21.00 


Prices of Silver Bars 


@. &. 
Government New 
London Assay Seil- York 


Date Official ing Price Official 
Oct. 3 18 5/16 42% 39% 
Oct. 10 18 5/16 41 38 
Oct. 17 17% 38 36 
Oct. 24 18 1/16 39 37 





After maintaining one of the city’s most 
exclusive jewelry stores in one location 
for more than 50 years, the Hennegen- 
Bates Co., 7-9 E. Baltimore St., Balti- 
more, Md., announced that on Nov. 1 it 
would move to its new store at 301 N. 
Charles St. The firm is following the 
retail jewelry trend to the Charles St. 
district. Announcement that the firm had 
decided to leave its Baltimore St. location 
for Charles St. was made by C. Howard 
Millikin, president of the Hennegen-Bates 
Company. 


























GEM STONES 


SAPPHIRES 
EMERALD S$ 
RUBIE S$ 





STAR SAPPHIRES 
STAR RUBIES 
CATESEVES 


A large selection of choice 
precious stones mounted in 
fine rings are available for 
memorandum calls. 
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ROBINSON «. SVERDLIK 


527 FIFTH AVE 
NEW YORK 

















Connecticut Retail Jewelers Reelect 
Officers 


A one-day convention was held by the 
Connecticut Retail Jewelers’ Association 
at the Middletown Golf Club on Sept. 
27. More than fifty retail jewelers of the 
state were present, most of them arriv- 
ing in time to play a round of golf on 
the splendid 18-hole course during the 
morning hours. 

After luncheon, the serious part of the 
program followed and President O. W. 
Snow, Ansonia, introduced Charles J. 
Michaels of Hartford, an active associa- 
tion worker and a member of the Na- 
tional Retail Jewelers’ Recovery Commit- 
tee, who spoke briefly. Samuel Feldman 
of Brooklyn, N. Y., president of the New 
York State Retail Jewelers’ Association, 
and Charles T. Evans, secretary of the 
ANRJA, were speakers of the afternoon. 

President Snow then outlined the am- 
bitious program for the coming year, 
which includes regional meetings to be 
held in various sections of the state, a 
plan that has been employed with great 
success in other states. 

The nomination committee under the 
chairmanship of C. C. Costello, New Lon- 
don, brought in its report and a unan- 
imous ballot was recorded, reelecting 
President Snow, Secretary Emil M. 
Weber, and their associate officers for 
the new year. 

At the close of the meeting, President 
Snow awarded handsome trophies to the 
fortunate winners in the golf tourna- 
ment. 


Frank A. Wallace 


WALLINGFORD, ConN., Oct. 16—Private 
funeral services for Frank Albert Wal- 
lace, 77, president of the R. Wallace and 
Sons’ Mfg. Co., who died early Saturday 
morning at New Haven hospital, will 
take place this a ‘crnoon at 3 o'clock at 
his home, South Main St., with the Rev. 
Edwin G. Zellars, pastor of the First 
Congregational church, officiating. Burial 
will be in the family plot in In Memoriam 
Cemetery. 

Out of respect to the deceased, the son 
of the founder of the company, the factory 
will close at noon today. 

Mr. Wallace was born September 23, 
1857, in this town, being a descendant of 
James Wallace, who came from Scotland 
to Ireland and later to Blanford, Mass., 
in early Colonial days. 

In 1873 Frank A. Wallace began his 
life work as a manufacturer by entering 
the employ of his father, the late Robert 
Wallace who died June 1, 1892. 

With a strict application to his duty 
and with a determination to win the ut- 
most success as a silversmith, the late 
Frank A. Wallace climbed the ladder 
until he was elected president of an in- 
dustry that has salesrooms in New York, 
Chicago, San Francisco and London that 
showed the full realization of his desire 
for success. He had been workman, di- 
rector, superintendent, secretary and, 


| since 1892, president of the company. 


Mr. Wallace had never held public 
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office, though he was a Republican. His 
business interests, outside of his own com. 
pany, were director of the First National 
Bank from 1882 to 1926 and its president 
from 1906 to 1926. He was a director 
of the Wallingford company, a director 
of the New Haven County Anti-Tubercy- 
losis Society and had been president of 
the Wallace Purchasing Co. 

In private life, Mr. Wallace had much 
that is of interest. Soc‘ally he was a 
member of the Union League Club of 
New Haven. 

In June, 1894, Mr. Wallace married 
Zula Curtis, of Meriden, and in Decem- 
ber, 1898, he married his second wife, 
now deceased, Sarah Rose Manning of 
this town. 

Mr. Wallace is survived by two daugh- 
ters, Mrs. Virgil W. Heard and Mrs, 
Charles Bromberg, both of Birmingham, 
Ala., and one son Floyd Wallace of this 
town, also eight grandchildren and one 
sister, Miss Harriet E. Wallace, of this 
borough. 


New Jersey Jewelers Elect 
Emil Brunner 


Newark, N. J.—At the monthly meet- 
ing of the New Jersey Retail Jewelers’ 
Association, held here Oct. 24 at the Prog- 
ress Club, the assembled members elected 
Emil Brunner, retail jeweler of Westfield, 
N. J., to serve as president of the organi- 
zation. Although Mr. Brunner was not 
present at the meeting, and although 
L. J. Rad, chairman of the nominating 
committee, had not had definite assurance 
from him that he would serve if elected, 
it was the consensus of those in attend- 
ance that Mr. Brunner was actually 
needed as president and that they would 
not contemplate a declination on his part. 
A telegram was sent to the new execu- 
tive officer announcing his election. 

Other officers chosen are as follows: 
Vice-president, H. V. Paul, general man- 
ager of Wiss Sons, Inc., Newark; secre- 
tary, William P. Walsh, of Passaic; 
treasurer, A. J. Jaeckle, of Jersey City. 
Mr. Jaeckle has held the office of treas- 
urer for the past 24 years. 

The election followed the resignation of 
H. V. Paul as president, who also was 
chosen as an absentee candidate at the 
New Jersey State convention held in 
Asbury Park last spring. 

During the course of the meeting L. J. 
Rad, jeweler of West New York, made a 
report on the code discussion at the na- 
tional convention at Milwaukee. 

The organization adopted a resolution 
which had been formulated by the Retail 
Jewelers’ Association of New York, sug- 
gesting the insertion of two paragraphs 
into the codes of the manufacturers and 
wholesale trades, respectively. 





The Front Cover 


The illustration of the table silverware 
on the front cover of this issue of THE 
JEWELERS’ CIRCULAR is being used through 
the courtesy of Rogers, Lunt & Bowlen 
Co., Greenfield, Mass. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


Nathan Tishman, a retail jeweler in 
Queens Village, N. Y., has opened his 
second store at 15 Main St., Yonkers, 
N. Y. 

Charters of incorporation have been 
granted to National Reclaiming Asso- 
ciates, Inc., jewelry and to Schmid-Cremo 
& Co., Inc., silverware. 


A window smasher helped himself to 
an armful of alarm clocks from the dis- 
play of Ernest Loeb, jeweler at 92-19 
Union Hall St., Jamaica, L. I., early the 
morning of Oct. 21. 


Alfred La Frantz & Co., dealers in 
semi-precious and imitation stones, for- 
merly of 24 Eldridge St., have moved to 
larger quarters with Jacob Cohen & Sons 
at 102 Canal St. 


Frank Pals of Pa!s & Solow, left Fri- 
day, Oct. 20, from Antwerp on the Penn- 
land for New York. He has been abroad 
buying rough diamonds and is optimistic 
about the diamond business. 


Philip Krasnow, manufacturer of wed- 
ding rings, has moved his office and fac- 
tory from 41 John St. to larger quarters 
at 15 John St., where he occupies space 
on the seventh floor. 


Larry Lasner, representative of Sitz- 
man, Gold & Posner, 105 Canal St., is 
rapidly recovering from a serious injury 
sustained in an automobile accident on 
Labor Day and expects resuming his usual 
rounds within a week or 10 days. 


The Victor Obler Co., silversmiths, has 
opened a retail store in the Sunken Plaza 
at Rockefeller Center, where it will deal 
in new and old English silver. The con- 
cern formerly had its manufacturing and 
sales quarters at 159 E. 57th St. 


Nat R. Hirschhorn, representing the 
Parker Watch Co., 580 Fifth Ave., im- 
porters of popular-priced Swiss watches, 
is now on an extended trip covering the 
Middle-West. He will be away about 
two months. 


The Newark Watchmakers’ League re- 
cently held a meeting of watchmakers, 
clockmakers, job and trade workers at 
U. B. A. Hall, 901 Broad St., Newark, 
and a code of hours and wages for the 
trade was prepared. 


John R. Wilcox for the past 30 years 
a director and salesman for Hayden W. 
Wheeler & Co. now in liquidation, and 
Robert Barrie for the past 20 years sales- 
man for the same firm are now in busi- 
ness for themselves at 551 Fifth Ave. 


The regular monthly meeting of the 
24 Karat Club of New York was held 
Tuesday, Oct. 17, in the clubroom at 608 
Fifth Ave. The usual routine business 
was discussed, and George F. Brecht, 
jeweler, of 17 W. 45th St., was elected 
to membership in the organization. 
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The Executive Board of Retail Jewel- 
ers’ Associations of Greater New York 
has prepared a code of fair competition 
for submission to the National Recovery 
Administrator. The associations afhliated 


_with the board include the Bronx, Metro- 


politan, Brooklyn, and East New York 
Retail Jewelers’ Associations. 


The North Hudson jewelers, organized 
a month ago, will collectively submit bids 
for graduation rings in the near future. 
The members are planning an extensive, 
collective advertising campaign to be 
launched shortly. L. J. Rad is chairman 
of the association; Arthur Reichel, vice 
chairman, and C. M. Struss, secretary. 


The Tecla Pearl Co. is now occupying 
new quarters on the ground floor of the 
building at 608 Fifth Ave., on the south- 
west corner of 49th St., opposite Rocke- 
feller Center. The concern has closed 
its establishment at 752 Fifth Ave. and 
will continue with stores at 398 and 608 
Fifth Ave. 


Nathan J. Stern of Stern Bros. & Co. 
has consented to serve again this year as 
chairman of the Jewelry and Silverware 
Auxiliary of the United Hospital Fund 
appeal. Last year the jewelry and silver- 
ware trades contributed $1919 to the fund. 
According to Mr. Stern, the free service 
rendered this year by these hospitals 
will cost them more than $4,000,000. 


Joseph Mazer, who was at one time a 
retail jeweler in Oklahoma, and _ later 
engaged in the diamond business in New 
York, has been a student of the Detroit 
College of Law during the past year and 
completed the full course in that period. 
Mr. Mazer was a caller at the offices of 
THE JEWELERS’ CIRCULAR early in Oc- 
tober. He is now engaged in the practice 
of law in Detroit. 


The Brooklyn Retail Jewelers Associa- 
tion held a regular meeting in the John- 
son Building, 8 Nevins St., at Flatbush 
Ave., on the evening of Oct. 19. Polly 
Pettit, merchandise display manager of 
Black, Starr & Frost-Gorham, Inc., gave 
an interesting and. instructive address on 
window display. Important discussions 
regarding the NRA and other trade topics 
were held. 


Jewelry valued at over $100 was stolen 
from a show window in the store con- 
ducted by Cresenzo Alvino, 86 Market 
St., Paterson, N. J., early on the morning 
of Oct. 11, and members of the detective 
bureau are endeavoring to learn the iden- 
tity of the thief by means of fingerprints 
which were obtained. The thief, after 
breaking a large hole in the window, 
reached inside and removed necklaces 
and wrist watches which were on dis- 
play. 

Karl Staufenbeil, who is in charge of 
the jewelry business of L. S. Ayres & Co., 

(Turn to Page 100) 
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EMBLEMS 


SINNOCK & SHERRILL 
15 Maiden Lane New York 








M. J. STERN & BRO. 


61 Beekman St., New York 


stands for SPECIALISTS in Making JEWELRY 
en ORDER, also REPAIRING in ALL its 
BRANCHES. Estab. 1910. 








UNBREAKABLE CRYSTALS 


Fancy—Round Flat—Round Lentille 
ALL SIZES—ALL SHAPES 


STANDARD 


UNBREAKABLE WATCH CRYSTALS, 
75 Varick St., New York, N. Y. 





INC, 








HAMILTON ILLINOIS ELGIN 


American Watch Distributors, Inc. 


207 Commerce Building 15 Maiden Lane 
Rochester, N. Y. New York, Ww. Y. 


SEND FOR OUR 
NEW 1934 CATALOG—NOW READY 


WALTHAM 








DIALS woo 
AND CLOCK 
REFINISHED LIKE NEW 
i i HIGH GRADE EUROPEAN METHOD 
i ) 24 Hour Service 
se j Write for Price List 


ROYAL DIAL & REFINISHING CO. 
116 Nassau St., New York, N. Y. 














GENUINE 


OMEGA 
MATERIAL 


AUTHORIZED DISTRIBUTORS 
WALTHAM — ELGIN — GRUEN 
HAMILTON — ILLINOIS — BULOVA 
MATERIALS 


PROMPT MAIL SERVICE 


CONOVER & QUAYLE, INC. 


10 Maiden Lane 
NEW YORK 








CHINESE GEMS CO. 


Rosequartz 
Amethyst 


Carnelian 





Stone Ornaments for Lamp Bases 


20 West 47th St., New York 
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SWISSJWATCHES 
3 Day Folding Leather $4175 


Alarm Travel Clocks 


De FRECE BERNSTEIN, INC. 
48 West 48th St. New York 




















WHERE TO BUY 








KRONER, HYMAN & CO., Inc. 
JOBBING STONES 


Engraving, Encrusting 
Lapidary Work 
80 Nassau St. New York City 











Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 
S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapitdary 
Work Carefully and Promptly Filled 


DIALS 


R RADIUM and PLAIN FIGURES 
OLD Dials Refinished Like New 


Orders filled same day 


U. S. WATCH DIAL CORP. 
66 Nassau St. New York 





Fr 












CULTURED PEARL 
NECKLACES 


Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 


15 MAIDEN LANE NEW YORK 


EXPERT REPAIRS 


SILVERWARE 


Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 88th St. 
CURRIER & ROBY 75. V0. 


Send us your OLD GOLD, SILVER, 
PLATINUM, GOLD - FILLED 
CASES, OPTICAL SCRAP, ETC. 

Prompt and accurate 


returns Guaranteed 
Generations of Service 
N. L. SHTEINSHLEIFER, 

Smelter & Refiner 
78 Bowery, New York City 





























KENNGOTT BROTHERS 


80 Nassau Street, New York, N. Y. 


JEWELRY REPAIRING and 
SPECIAL ORDER WORK 
Real and Imitation Shell Combs— 


| Shoes Metalized— 
Genuine VARNISTARS and VARNICROSSES— 
_ Prompt Mail Service _ 

















The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 





New York Notes 
(from Page 99) 


Indianapolis, Ind, was a visitor at the 
ofices of THe Jewerers’ CircuLar re- 
cently. He has obtained Patent No, 90463 
on.a diamond ring setting which is of 
unique construction, being so arranged 
that there are two planes with smaller 
diamonds in the lower plane and a larger 
one above them. ‘The smaller diamonds 
underneath reflect the light and give the 
appearance of increasing the size of the 
center stone. 


On Oct. 18 the New York free class in 
watch and clock repairing under the aus- 
pices of the New York Board of Educa- 
tion at the Central School of Business and 
Arts on E. 42nd St., between Second and 
Third Aves., visited the American Perfit 
Crystal Corp., 653 Eleventh Ave. to learn 
about the manufacture of watch crystals. 
Samuel Korman, foreman of the plant, 
explained to the students tempering and 
annealing, beveling, sizing and polishing 
and a score of kindred processes. The 
class is soon to be presented with a 
crystal cabinet and an assortment of 
round and fancy watch glasses by the 
concern. Samuel B. Bernard is the in- 
structor of the class. 


Sol Boschwitz, owner of a jewelry store 
at 2916 Third Ave., and six of his help- 
ers were at work in the shop at the rear 
of the store at 8:30 a. m., Oct. 7. At 
8:35 the alarm bell rang, signifying the 
entrance of someone in the store. Bosch- 
witz went to attend to the customer. ‘Two 
minutes later Boschwitz and his six help- 
ers were standing with their hands in 
the air, and two gunmen were fleeing 
through the door to a waiting car, which 
sped from the curb liké a rocket. With 
the car went 12 trays of rings and watches 
valued by Boschwitz at $2,000. He 
caught the number of the car license and 
telephoned the police, who radioed an 
alarm that resulted in all bridges being 
watched for the holdup men. 


The Metropolitan Retail Jewelers’ As- 
sociation of New York held its monthly 
meeting Oct. 26 in its regular meeting 
rooms at the Oddfellows’ Temple, 105 E. 
106th St. Hyman Goldschmidt, president, 
presided. Guest speaker at the meeting 
was L. G. King, of Hargrave Systems, 
Inc., who discussed the “Science of Sell- 
ing.” Consideration was given to the re- 
tail jewelers’ code and its effect upon 
association work. In this connection a 
membership drive was planned in which 
an appeal will be made to the members 
to approach their neighboring jewelry 
merchants and lay before them the ad- 
vantages of being members of the asso- 
ciation. It was announced that until the 
first of the year the annual dues will 
remain at their present low figure of $5, 
as an added inducement to join before 
the code goes into effect. 


Three armed bandits robbed the offices 
of four jewelers in the Jewelry Exchange 
building at 74 West 46th St. early the 
night of Sunday, Oct. 22, and escaped 
with loot which the jewelers maintained 
would run into several thousands of dol- 
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lars, Both watchmen of the building were 
bound and gagged. The four offices on 
the tenth floor were littered with empty 
gem boxes and three safes were cracked. 
A small strong box which apparently 
the yeggs had been unable to pry open 
was found in the elevator along with q 
large quantity of burglars’ tools, The 
firms reporting losses were the Ruse, 
Mueller Co., manufacturing jewelers: 
Carl Sternfeld, dealer in precious stones: 
Alfred Lamberti, manufacturing jeweler, 
and the La Faye Jewelry Co. The rob. 
bery was discovered about 1:30 Monday 
morning by Patrolman John Owens, who 
was informed by a group of taxicab 
chauffeurs that three suspicious-looking 
men had just left the building and driven 
off in an automobile. The officer en- 
tered the building through a door which 
the burglars had left open and found 
the bound watchmen. : 


Hearings in the case of the Federal 
Trade Commission against L. & C, May- 
ers Co., Inc., charging unfair competition, 
were resumed on Tuesday and Wednes- 
day of last week, Oct. 24 and 25 in the 
rooms of the Commission in_ this city, 
These hearings, at which the respondent's 
side of the case was heard, were con- 
ducted before Judge Averill, Chief Exam- 
iner for the Federal Trade Commission. 
The latter’s attorneys were Edward 
Smith and John T. Callahan, while L. & 
C. Mayers Co., Inc., was represented by 
Sidney Newborg and John C. Galt. In 
attendance at the hearings were Charles 
T. Evans, secretary of the A.N.R.J.A,; 
Phineas Peters, chairman of the Commit- 
tee on Wholesale-Retailing, and William 
G. McDougall, treasurer of the Jewelers’ 
Association of New York. A final hear- 
ing of the case will be held in Washing- 
ton shortly, where the summing up of 
both sides will be presented before the 
commission and a decision rendered soon 
after. This case is a test case watched 
with great interest by all members of the 
trade. If the complaint is sustained and 
a “cease and desist” order issued against 
the respondents, many other firms operat- 
ing in a similar manner will be effected. 


The Horological Society of New York 
is seeking to coordinate all efforts to 
promulgate a code for repair watchmak- 
ers. For this purpose it has advanced 
the proposal that all watchmakers’ or- 
ganizations form a National League of 
Watchmakers’ Associations, and to facili- 
tate matters the New York society has 
volunteered to act for the proposed na- 
tional body in coordinating the several 
codes already filed in Washington. Wm. 
Wagner, 2 W. 46th St., has been desig- 
nated executive secretary of the watch- 
makers’ local code committee, and the 
Horological Society of New York asks 
all watchmakers’ associations to com- 
municate with him. The membership of 
the New York Society is comprised of 
skilled watchmakers, regardless of 
whether they are employers or employes. 
Some of the members are retail jewelers, 
others are watchmakers to the trade, 
some are retailers’ employes and some op- 
erate independent watch repair shops. 
The sole purpose of the society is to ele- 


(Turn to Page 101) 
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Several Highly Desirable 


FOR RENT 


MANUFACTURERS 


West 52nd St. 


1107 Broadway, N. Y. 





FLOORS 


to 


JEWELRY 


who watch their rental 
budget closely. Upper 
floors have excellent 
light. Perfectly suited 
to the Jeweler’s needs. 


240 


West 40th St. 


A few hundred feet 
from the Broadway, 7th 
Avenue and 8th Avenue 
subways and _ surface 
cars. 


Exceptional Light. Day 
& Night Service. Fire- 
proof & Sprinklered. 
Floor loads 250 Ibs. per 
sq. ft. Units 5000 to 
12000 sq. ft. 


136 


Accessible to all transit 
lines and the new 
Queensboro Subway at 


53rd Street. 


Exceptional Light. Day 
& Night Service. Auto- 
mobile Elevator. Fire- 
proof & Sprinklered. 
Floor loads 200 Ibs. per 
sq. ft. Units 5000 to 
15000 sq. ft. 


% 
ADAMS 


& co. 
REAL ESTATE 
INC. 


Phone Chel. 3-2000 











New York Notes 
(From Page 100) 


vate the standards of watchmaking. 
Leonard B. Drwone, 6 Maiden Lane, is 
president; Jacques LeRoy, retail jeweler 
at 1056 Third Ave., vice-president, and 
Mr. Schlacht, an employe of Cartier’s, 
Inc., is chairman of the code committee. 


Adopt Resolution Against Wholesale- 
Retailing 


A luncheon meeting of the board of 
directors of the Jewelers Association of 
New York was held at the Maison A. 
deWinter, W. 48th St., Oct. 13. 

Emil W. Kohn, president of the asso- 
ciation, presided at the meeting which 
was attended by Alfred Morrell, Mr. 
Krause, E. M. Gattle & Co.; Prentice 
Luckey, Brand-Chatillon Corp.; Victor 
Lambert, Lambert Bros.; Mr. Zuhr, Picks- 
lay & Co.; Messrs. Rosier and Schultze, 
Cartier, Inc.; William G. McDougall; 
Newton Rogers, Wm. Wise & Son; Ken- 
neth Van Cott, -Marcus & Co.; Louis 
Hausmann, Hausmann, Inc., New Or- 
leans; Charles T. Evans, secretary of 
the ANRJA and A. M. Clark, associate 
editor of THE JEWELERS’ CIRCULAR. 

Following the luncheon, a number of 
important topics were discussed, the prin- 
cipal one being the subject of wholesale- 
retailing. President Kohn appointed a 
committee consisting of Prentice Luckey, 
chairman; William E. Marcus and Paul 
Rosier to study this vital matter. The 
association requested that the ANRJA 
lend its assistance in securing the active 
co-operation of all state and local retail 
jewelers associations, and it was sug- 
gested that the organizations pass resolu- 
tions similar to the one which the board 
of directors of the New York association 
passed unanimously at the conclusion of 
their meeting, and which is quoted here- 
with in full: 

WHEREAS: Abuses and unethical practices 
have gradually increased to such an extent 
that the entire jewelry trade is suffering to an 
extreme degree, and legitimate channels for the 


distribution of jewelry and silverware are being 
gradually destroyed, and 

WHEREAS: These unethical and injurious 
practices have increased to such a widespread 
extent that they are beyond control, except thru 
the organized effort of our entire trade, manu- 
facturing, importing, wholesale and retail, and 

WHEREAS: Conditions have arisen under 
the National Recovery Act which will, if pro 
erly availed of, permit us to remedy these on 
and restore the trade to legitimate channels, 
which will be of lasting benefit to us all, both 
wholesale and retail, now, be it 


RESOLVED: That we, The Jewelers Associa- 
tion of New York, hereby request that all 
trades from whom we, the retail jewelers of 
the United States, purchase goods for resale, 
will adopt in their respective codes under the 
National Recovery Act the following paragraphs, 
or similar paragraphs to carry out the same 
effect: 

“Manufacturers and wholesalers will not in- 
fringe upon the function of retailers, and will 
sell only to regular dealers who carry appro- 
priate stocks of the same class of merchandise 
and who buy to resell: 


“Except that manufacturers or wholesalers 
who maintain a recognized retail department 
will maintain retail prices on all sales, other 
than those to dealers who carry appropriate 
stocks of the same class of merchandise, and 
who buy to resell.” 

Prentice Luckey 

William E. Marcus 

Paul Rosier 
Committee 
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HAIRSPRINGS 







AMERICAN & SWISS 
HAIRSPRINGS VIBRATED 

6” to 18s. FLAT ......8 .75 
6” to 18s. BREGUET .81.25 


SWISS HAIRSPRING SERVICE, Ine. 
116 Nassau Street, New York city 





SOLE AGENTS IN UNITED STATES 
MATHEY-TIssoT LEMANIA 


WATCHES CLOCKS 


NORMAN M. MORRIS 
542 FIFTH AVE. NEW YORK 








HAIRSPRINGS VIBRATED 


By Experienced Swiss Woman—While You Wait 
AMERICAN AND SWISS MATERIAL 
Complicated and Fine Watch Repairs 


ROLAND GLOOR CO. 
10 West 47th St., Room 1206, New York, N. Y. 


Diamond & Calibre Setter on 
ExclusivePlatinum Jewelry 


The Kind That Holds Your Attention 


LEON DYMENTBORT 


62 West 47th St., New York Tel. LOngacre 5-8920 
Expert Workmanship. Efficient Service 














THE JEWELERS’ CIRCULAR 
is the ONLY Jewelry publication 
a member of the A.B.C. 


guaranteeing paid circulation 


The SUNWATCH 


"Tells Time by the Sun" 


Here is a novel, 
scientific, practical 
timekeeper ... a 
compass sundial 
arrangement that 
tells the correct 
time wherever the 
Sun shines. 


$7.50 per doz. 
Terms F.0.B. New York 
2%—i0 Days. Net 30 
Built in a thin, 
satin-finished, brass 
case; size 2” x 3” 
. . « No winding is 
necessary . . . No 
ticking . . . Noth- 
ing to get out of 
order. 


An Ideal Gifs for 
Xmas. 


OUTDOOR SUPPLY CO., INC. 


Manufacturers & Wholesalers 
168 Madison Ave. New York, N. Y. 
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Philadelphia College of Horology 


: SCHOOL FOR WATCHMAKERS 
4. dt Bx JEWELERS AND ENGRAVERS 
ASS, Broad and Somerset Streets 
ie > PHILADELPHIA, PA. 














THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTLETS 








Simons Bros. Company 
269 So. 9th St. Philadelphia 





ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
Rings for Nearly a Century 


117 So. 10th St. Philadelphia 





HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








Williams &Waples 


Authorized Distributors 


Genuine Watch Material 


American — Swiss — English 
Tools — Lathes — Chucks 
Make Us Your Service Station 


727 SANSOM ST. PHILADELPHIA 











CLASS 
RINGS 


J.F.APPLECO., Inc. 


Manufacturers 







Write Us for Samples 
and Prices 





BYARDF.BROGAN 


Manufacturer of 


DIAMOND MOUNTINGS 


AND WEDDING RINGS 
805 Sansom St. Philadelphia 











We are Authorized 
Distributors for 
TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 












~ PHILADELPHIA 


L. L. Dudevoir, representing Byard F. 
Borgan, left Oct. 18 on a three weeks’ 
trip through New England. 


The S. Kind Co. has been attracting 
much passer-by attention by a window 
display of gold jewelry. 


Stanley Sax, traveling representative 
for John J. Herman, left Oct. 16 on a 
month’s trip through Pennsylvania, Mary- 
land and Virginia. 


Paul Stern, president of Louis Stern 
Co., with offices in 700 Chestnut St., left 
Oct. 27 on a two weeks’ trip through the 
Middle West. 


Williams & Waples have added a line 
of American and French clock materials. 
They report a marked improvement in 
business during the past few months. 


L. W. Gibbons of Fulmer & Gibbons, 
who recently returned from an extended 
Middle Western trip, reports a consider- 
able increase in business over the same 
period of last year. 


Robert P. Baer, Berwick, Pa., is now 
located in temporary quarters owing to a 
recent fire. He expects to be back in his 
old quarters in time for the holiday busi- 
ness. 


Arthur Hagstoz, of T. B. Hagstoz & 
Son, reports as receiving very heavy 
shipments of gold scrap and a material 
improvement in sales of sterling silver, 
plate and wire. 


J. B. Bechtel & Co. has added an extra 
man to their staff in the person of Harry 
E. Wolf, Jr. Mr. Wolf, who was a for- 
mer traveling salesman, covering Central 
Pennsylvania and the Eastern Shore, will 
be employed as inside salesman. 


Curtis H. Hirst, of H. O. Humbert & 
Sons, is very optimistic as to the business 
outlook. He reports his concern is doing 
twice as much business during months of 
September and October as in the corre- 
sponding period of last year. 


Louis Sickles, Jr., of the firm of Louis 
Sickles, distributors of American watches, 
is now covering the southern territory for 
his firm. This territory was formerly 
covered by George Schaffer, who is no 
longer connected with the company. 


Byard F. Brogan, well-known manu- 
facturer of mountings, 805 Sansom St., 
celebrated his 25th business anniversary 
on Oct. 18. Mr. Brogan started in busi- 
ness in 1908 in small quarters at 36 S. 
7th St. and in 1913 moved into his pres- 
ent location, 805 Sansom St., where he 
occupies the entire building. 


George W. Eckhardt becomes associated 
with the office of George A. Fernley, 
secretary of the National Wholesale Jew- 
elers Association as of Nov. 1. Mr. 
Eckhardt has had almost 30 years of 
practical manufacturing and selling ex- 
perience and for the past eight years has 
been sales manager for Henry Disston & 





Sons, Inc. 
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MOUNTINGS _ 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INc. 
117 So. 10TH St. PHILADELPHIA 











ZIRNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON #iitabecbatx 




















ALLOYS 
GOLD SOLDERS 
PLATINUM SOLDERS 


Refining of 
Precious Metals 
CLINTON REFINING CO., INC 


NEWARK, NEW JERSEY 
91-3 E. Kinney Street Market 5116 








COMPLETE ASSORTMENT OF 
MOUNTINGS 


IN GOLD AND PLATINUM 
TO FILL YOUR REQUIREMENTS 
i ee ae es y importer of 
IY, “.- DIAMONDS, 
\ Mer PRECIOUS 
Ze AND 
IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 























OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FIL.INGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U, S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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PROVIDENCE: 


Happenings in the New England Territory 


Charles A. Whiting, head of the Whit- 
ing & Davis Co., Plainville, Mass., has 
gone to Hollywood, Cal., on a business 


trip. 


The Council of Jewelry and Allied In- 
dustries has established headquarters in 
the Biltmore Hotel and has engaged John 
J. Byrne to act as legal adviser. Mr. 
Byrne comes from Omaha, Neb., where 
his father, J. P. Byrne, is a member of 
the wholesale jewelry concern of Byrne- 
Duff Jewelry Co. 


Thomas Heath, who for more than 25 
years was engaged in the hub and die 
cutting business in Attleboro, died sud- 
denly Oct. 4 at his home in East Green- 
wich at the age of 73 years. He was 
born in Birmingham, England, but came 
to this country in 1885 and was employed 
for more than 20 years at the Gorham 
Mfg. Co., where he was assistant fore- 
man in the die cutting department. He 
removed to Attleboro in 1905 and estab- 
lished the firm of Sworbel & Heath. 


The Electro Platers’ Association of 
Providence and Attleboro at a meeting 
held early in the month at Narragansett 
Hotel, voted unanimously to join with 
the Council of Jewelry and Allied Indus- 
tries, in support of the code filed in Wash- 
ington by the latter body and tentatively 
approved by recovery administration of- 
ficials. Walter Dolbra, president of the 
association, presided at the meeting. The 
code provides for a 40-hour week with 
certain provisions by which manufactur- 
ers can extend the hours during periods 
when seasonal increases in business occur. 


Congressman Joseph W. Martin, Jr., 
of this district has received word from 
James H. Moyle, commissioner of cus- 
toms, that complaints submitted concern- 
ing the importing of mesh bags said to 
be improperly marked had been carefully 
investigated. Commissioner Moyle says: 
“A few minor changes with regard to 
the conspicuousness and permanency of 
the marking of mesh bags have been 
deemed advisable and the importers have 





NON-TARNISHING FLANNEL 


ROLLS and BAGS 


FOR SILVERWARE 


Bridgeport Bag & Jewelry Case Co. 
+ 25 Wells St., Bridgeport, Conn. 








WACKENHUTH & SON 
Importer and Cutter 
Precious, Synthetic & Imitation Stones 
DRILLED STONES FOR EMBLEMATIC 
AND FRATERNAL JEWELRY 


Expert Lapidary Work 
355 MULBERRY ST., NEWARK, N. J. 
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been notified to instruct their foreign 
shippers to make the necessary changes 
in the case of future importations of these 
articles.” The report followed a com- 
plaint lodged by Congressman Martin in 
behalf of mesh chain manufacturers. 


The report of the State Commissioner 
of Labor for the month of September, as 
compiled from the returns made by 219 
manufacturing concerns shown that dur- 
ing the last week of the month there was 
a slight increase in the number of em- 
ployees. The actual number was 64,979, 
as compared with 64,773 the last week 
in August and 64,587 in July. The jewel- 
ry industry with 4086 employees re- 
ported by 25 firms the September increase 
was 8.3 per cent. But this was a loss 
of 2.3 per cent as compared with the 
final week in September, 1932. In the 
meanwhile the NRA problems have been 
occupying much of the attention of the 
jewelers and allied trades. 


The refiners of Providence and the At- 
tleboros have organized as the Association 
of Gold and Silver Refiners to promote 
the interests of that group and to co- 
operate with the Council of Jewelry Man- 
ufacturers and Allied Trades. The fol- 
lowing have been elected officers of the 
association: Chairman, Albert A. Rem- 
ington, of Horace Remington & Son Co.; 
vice-chairman, John Thompson, of 
Thompson & Remington; secretary and 
treasurer, Edward McAlpine, of Conley 
& Straight. Executive committee: Frank 
H. Curren, of Pease & Curren; J. Nichols, 
of the Jewelers’ & Silversmiths’ Cooper- 
ative Refining Co.; Dean Baker, of the 
Attleboro Refining Co.; Robert Otis, of 
Otis Bros., and Samuel Brown, of Brown 
& Dean. Albert A. Remington is the 
association’s representative on the council. 


The Metal Findings Manufacturers’ 
Association at its October meeting, held 
at the Biltmore Hotel, Oct. 4, with Presi- 
dent Frederick A, Ballou, presiding, dis- 
cussed the NRA movement for upwards 
of four hours. After reports of the sec- 
retary and treasurer had been consid- 
ered, a brief discussion of the gold situa- 
tion was held and then the meeting took 
up for approval or disapproval of the 
code of fair practices as has been for- 
mulated by the Council of Jewelry Man- 
ufacturers and Allied Trades. The items 
as submitted had been before the code 
committee of the association, and they 
were approved almost as submitted, with 
the exception of two items which occa- 
sioned considerable discussion. These 
were the prohibiting the giving of free 
samples and long-term contracts with the 
resultant reduction in prices. The final 
vote on the first item was that findings 
manufacturers be allowed to give samples 
up to 25 cents in value. 


103 











| WHERE TO BUY | 








EUREKA MFG. 
rAUNTON, MASS. 
WVakers of 
SILVERWARE BAGS AND 


approved and uased by 
Leading Manutacturers and Ketailers 


CO. 


ROLLS 


Samples on Request 





Mi most ror your money & 
IN 


STERLING SILVER FLATWARE 


ann HOLLOWWARE S 
‘NC GLADLY SENT 


ANCHESTER 








SILVER COMPANY 
* PROVIDENCE RHODE ISLAND 
BENNETT 


FOR 


EARWIRES 


Largest Selection 
in the Trade 


T. S. BENNETT FINDINGS CO., INC. 
Providence, R. I. 


Tongue Tyed 


161 Dorrance St. 








ACELET PATENTED 


Also Makers of Men’s Buckles and Sets 


Cc. A. MARSH & Cw., Ine. 


ATTLEBORO, MASS. 


POOLE 


S— GOLD RINGS 
~S)\s Exceptional Values 


Initial, Stone, Ca- 
meo, and School 
and College Rings 


THOMAS 8S. POOLE, INC. 
19 Virginia Ave.. Providence, R. I. 


WHERE TO BUY 


Watcu ATTACHMENTS 


































Ask Your Wholesaler for 


KESTENMADE 
WAT TRAP 


All styles and materials 
KESTENMAN BROS. MFG. CO. 


Providence, R. |. 




















WHERE TO BUY 





MODERNIZE ! ! 
gg 


Send your old gold and old fashioned, non-salable 
jewelry to us. We will assay te 18K white gold 


and furnish mvudern, up-to-date wedding rings 
beautifully engraved, for $15.00 per dozen net. 


WENDELL & CO. <Ww@ 


180 Broadway, New York 31 N. State St., Chicago 


A. C. BECKEN Co. 


Wholesale Jewelers 
ee P.O. Box 1 


29 E. Madison St., Chicago 











JEWELRY SHOW CASE 
TRAYS 


Now is the time to re- 
Place your old trays— 
If your metal or wood 
frames are still service- 
able let us reline them 
to look like new—prices 
on application. 


WESTERN TRAY & CASE CO. 





423-27 Cincinnati 
Plum Street Ohio 
PRODUCTS 
Since 1864 








Srcompurable 
Wideh, Cse Teoasring 


OUR wer COSTS NO MORE THAN 
RDINARY WORK 


BECKER-HECKMAN © 
28 E. Madison St. 


UNREDEEMED 


ELGIN and 
WALTHAM 


WATCHES 


Open Face 
7 Jewel, 16 Size 


$3.50 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$4.00 


ia 


©: curcaeo, iLL. 














Same in 17-Jewel 
$5.00 





Same in 12 size al seaeo eae $3.75 
with a beautiful 15-Jewel ........ 5.00 
Fancy Silver Dial ee” Eee 6.00 


25% with order, balance C. O. D. 


We also carry a good line of Rail- 
road Watches, comparatively low- 
priced as above. 


Quality and Service Always 


If you have not recetved our new 1933 
Circular write for it— 


LEW & ROSENBERG 


$ South Wabash Avenue, Chicago 
SARS ee Ac Re RE 











CHICAGO 


Jewelry News Flashes from the Great Central West 


Al. Fickin, of the A. H. Fickin Co., 
Cleveland, spent several days in Chicago 
recently on business and pleasure. 


George Barnard, of Alpheus L. Brown, 
New York, visited Chicago on business 
recently. 


Ben Glasser, of The Merit Co., jew- 
elers’ supplies, Cleveland, visited the at- 
tractions in Chicago last month and 
called on his many friends here. 


Ed. Bose, jewelry buyer for the Ball 
Co., spent some time during October in 
Providence and other jewelry centers of 
the East. 


Dix Edwards, of Edwards-Ludwig- 
Fuller Jewelry Co., Kansas City, Mo., 
spent several days visiting the trade here 
recently. 


Harry Greenwold, of Greenwold-Grift 
Co., Cincinnati, spent several days here 
last month on business and visiting friends 
in the trade here. 


M. A. Mead, of M. A. Mead Co., left 
Chicago around the middle of October for 
his winter home at Miami, Fla. He and 
Mrs. Mead will remain there until late 
spring. 


A. W. Levy, manager of the Star Watch 
Case Co’s Chicago office visited the fac- 
tory at Ludington, Mich., early last month 
and went from there to New York and 
Washington on business. 


John Esslinger, of the Esslinger Co., 
St. Paul material house, visited friends 
in the trade last month when he and his 
wife came to’ Chicago to see the Century 
of Progress Exposition. 


Morey Vanderhoeghen, representing 
George H. Fuller & Son Co., is making 
an extended business trip through the 
western, northwestern and Canadian ter- 
ritory. He reports business improvement. 


Sheldon Hallet, of J. L. Teeters Co., 
Lincoln, Nebr., spent several days in 
Chicago during Octobes. Mrs. Hallet ac- 
companied him and business was com- 
bined with pleasure. 


George Davidson, of Geo. D. David- 
son Co., Los Angeles, visited Chicago re- 
cently enroute home after an extended 
motor trip through Canada, the Aidron- 
dacks, and eastern cities. Mrs. Davidson 
accompanied him. 


John Armbruster, for many years until 
two years ago, in the retail jewelry busi- 
ness in Springfield, Ill., was in Chicago 
recently making purchases for his new 
store which he is opening. His son will 
be associated with him in the business. 


Ed. Carruth, well-known jeweler of 
Herington, Kan., and formerly a travel- 
ing representative out of Chicago, at- 
tended the recent convention of the Amer- 
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ican Legion here and was elected national 
vice-commander of the Legion. 


James Sheldon, president and Harry 
Ranger, vice-president of Ingersoll- 
Waterbury Co., made a business trip to 
Chicago last month and took the oppor- 
tunity to enjoy the Century of Progress 
Exposition. 


Frederick’s Pearl Shop, which has been 
located at 11 E. Washington St., for many 
years was recently moved to 35 E. Madi- 
son St. This is the Madison-Wabash 
corner of the Heyworth building and has 
been elaborately designed and equipped 
for the attractive display of merchandise, 


Rudolph Pick, jeweler of Birmingham, 
England, spent several days in Chicago 
during October. He is a nephew of 
Martin Pick, of Martin Pick Co., whole- 
saler, Seattle, and stopped in Chicago 
enroute home from a trip around the 
world. 


Tom Borrowman, manufacturing jew- 
eler of Youngstown, Ohio, was one of 
the many jewelers attending the meeting 
of the American Legion here last month 
and made quite an impression with his 
6 foot 6 stature as he led the Youngstown 
delegation down Michigan Ave. 


James J. Burke, St. Louis, Mo., visited 
friends here during the past month. Mr. 
Burke accompanied his nephew, James 
Murphy, who was one of five Boy Scouts 
of that city to win through merit a trip 
to Chicago and the Century of Progress. 
This was the third trip Mr. Burke has 
made to the Exposition. 


Arthur A. Bladine, manufacturing jew- 
eler of Seattle, accompanied by his wife 
and son, spent several days in Chicago 

(Turn to page 105) 





Marcasite Monograms 
» Sterling sliver — set with 
® finest quality French Mar 
yo casites beautifull designed 
fon be —rhodium fial 

A Send for. Wlustrated Folder 
7 Central Monogram Works 


7 W. Madison Street 
CHICAGO 

















Thousands of Jewelers SAVE 
ON THEIR INSURANCE 
with us— WHY DON'T 


YOU? 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 


Send for Complete Information 
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Where to Buy 
IMPORTED 
China and Glass 


a 


Famous the World Over 


Available from New York Stocks 


ROSENTHAL CHINA CORP., 149 Sth Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate Gotivery. Great 
variety of patterns and des 


Wire your urgent ovdere. 


PAULA. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 





FINE 











FINE CRYSTAL, CHINA 
and ART WARES 
from the best European sources 
A wonderful variety, in stock 


KOSCHERAK BROS., INC. 
129-131 Fifth Ave., New York 











ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 

L. BERNARDAUD & CO. 
Orders es tmmediately from 
ew York stock 
JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 





Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 











DRESDNER ART DECORATIONS 


DINNER WARE 





SCHUMANN CHINA CORP. 


14 West 23rd Street New York, N. Y. 





FINEST WATERFORD CUT 
AND ROCK CRYSTAL 
FROM SWEDEN AND FINLAND 
Highest Quality. Pre-war Prices 


J. H. VENON, INC. 
104 Fifth Avenue, New York 


Chicago 
(From page 104) 


during October. Mr. Bladine is on a six 
months motor trip, having visited San 
Francisco, Los Angeles and other western 
cities. From here he drove east to visit 
Boston, New York and other points of 
interest before returning home. 


Olsen & Ebann Jewelry Co., well- 
known credit jewelers, with headquarters 
at 209 S. State St, and who conduct 
several stores in Illinois, Indiana and 
Michigan, opened a new store during 
October at 11 E. Washington St., in the 
room formerly occupied by the Freder- 
ick’s Pearl Shop. This is the fourth store 
in Chicago and is located in the center 
of the shopping district. 


H. Fane, Durban, South Africa, one of 
the old time wholesalers of that continent, 
accompanied by Mrs. Fane, visited Chi- 
cago and the Century of Progress last 
month and while here called at the office 
of Geo. H. Fuller & Son Co. and were 
most favorably impressed with the city 
and Exposition. They will return home 
by way of England, France and the Suez 
Canal. 





Chicago Jewelers’ Association to 
Hold Banquet in January 


Cuicaco, Oct. 20—The regular month- 
ly luncheons of the Chicago Jewelers’ As- 
sociation were resumed yesterday when a 
meeting was held at the Palmer House at 
noon. Nearly 100 were in attendance. 

Following lunch, President Lou Buss 
presided and during routine business and 
committee reports informal announcement 
was made that the results of a recent 
questionnaire sent the members show ap- 
proximately 80 per cent favor holding a 
banquet here during January and that 
plans will proceed at once. 

Mr. Buss then presented Taylor 
Strawn, of the Elgin National Watch Co., 
who has spent some time in Washington 
attending the watch code hearings. Mr. 
Strawn briefly and in a most lucid man- 
ner described the hearings as conducted 
and stated that those conducting the 
hearings are well qualified to act on all 
matters presented and most just in their 
actions. 

Mr. Strawn gave it as his opinion that 
before many months industry will realize 
what an opportunity has been given each 
branch of industry to organize and con- 
duct business in a manner never before 
possible. 


Where to Buy 


DOMESTIC 
China and Glass 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 











“GOLDEN” 
by Sebring 
The very best for 
Special Sales 
WRITE FOR PRICES 


SEBRING POTTERY CO. 
Sebring, Ohio 











Where to Buy 
IMPORTED 
China and Glass 








ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 


WM. 8S. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 














THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 
a + POTTERY 

New York Stock 
THEODORE yt LAND & CoO., Ine. 











23rd § New York 


OBTAIN 
IMMEDIATE CASHI 


With a Dignified 
Effective 


HAND AUCTION 





JAMES L. HAND 


“America's Leading Jewelry 
AUCTIONEER” 


14 Maiden Lane, New York 


Phone: Rector 2-0677 
Cable address Handsale, New York 
Hand has conducted sales of 
largest and finest jewelry 
stocks ever sold by auction. 
Write for illustrated book. 
It explains ethical methods 


that have been given universal 


praise by the Jewelry Trade. 
Enthusiastic references from 
leading Jewelers, Banks, Trust 
Companies, Executors, Trus- 
tees, The Courts, and mem- 
bers National Jewelers Board 
of Trade! 


Sales personally conducted. 
Your own stock sold and the 
"stickers" tool 
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"4 Our Returns 4 


For the Value of Quantity Shipments 


of Precious Metal Scrap are Made 





on the Basis of 


ASSAY * 
The Only Method for Exact 


Determination of These Values 





MR. JEWELER 


you can now obtain a 
license free that 
authorizes you to buy 
old gold from un- 
licensed persons. 


Promptness Consistent With Accuracy 


T. B. HAGSTOZ & SON 


709 SANSOM STREET PHILADELPHIA, PA. 
Thirty-five Years of Refining Service 











* The chemical alysi testi f 
THINK ee ee are’ 
WH AT TH AT and their proportions. 














MEANS 


Prices are up—you can 
encourage people to bring 
in their old gold. Show 


Them New Items. PLATINUM 


KEEP THIS BUSINESS AND | 
wrens 1 BELONGS IRIDIUM-PLATINUM 


This is your opportunity to 
eliminate the itinerant gold 
buyer 














IN ALL FORMS TO SUIT 
JEWELERS’ REQUIREMENTS 


AND ALSO 
MAKE SOME MONEY 

















Hard Platinum, Palladium 








Our prices on old gold are up— and 
Send us a shipment. Special Alloys for all purposes , 
DEE CHECKS SATISFY | 








cata MAtTTHEY 


SHIP DIRECT : and Company, Inc. 
Thomas J. 15 West 47th Street, New York City 


Telephone Bry 9-4645 
We guarantee the purity of all our metals and our customers can 


6 > - safely rely on our products being exactly as represented. 
Precious Metal Specialists 
55 E. WASHINCTON ST. CHICAGO mae 


— 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











(Continued from the October issue) 


How shall we proceed 
to make the spindle bearings, and how are they attached 
to the frame? 


Answer-—To make the bearings B1 and B2, shown 
in the illustration in the October issue of THE JEWELERS 
CircuLar, we shall require a piece of Stub’s steel rod, 
one-half inch in diameter and about one and one-eighth 
of an inch in length. The rod should be accurately cen- 
tered, using the small center square, which was described 
in the last installment. The first step will be to center 
the rod, then swing it in the lathe and face each end true 
and flat and cut off sections one-half inch in length. These 
sections may be held in a wheel chuck with the tailstock 
center applied to the end of the section to hold it securely 
while turning. Then we turn a shoulder .377 of an inch 
in diameter by three-eighths of an inch in length. The 
bearings holes in the frame were reamed to three-eighths 
of an inch or .375. We make the bearings .377, and 
they are shrunk in the frame as will be described later 
on. After the shoulder is turned on the bearing, we re- 
move the tailstock and drill a three-sixteenth hole clear 
through the bearing. Then with a suitable boring tool 
we will bore out the bearing to .248. We expect the 
finished bearing to be a quarter-inch hole, but we must 
allow a small margin for lapping to size after the bear- 
ing is hardened. Each of the bearings should be finished 
to the same size. 

The pulley should be made next. It may be made of 
either hard rubber or soft steel, but we prefer steel as it 
may be made more accurately and finished better and is 
also more durable. The pulley should be three-quarters 
of an inch in diameter by one-quarter of an inch in thick- 
ness and with a hole .248 of an inch through the center. 
The belt groove should be 60 deg., as this angle carries 
a belt to the best advantage. A small hole should be 
drilled-through the center of the pulley and tapped to 
make a set screw for attaching the pulley to the spindle. 
Now another word in regard to the bearings; they are 
to be hardened and in all such pieces that are to be hard- 
ened and ground, it is wise to avoid sharp corners, such 
as we may have at the corners of the shoulders we formed. 
When a toolmaker makes such pieces he always “necks” 
It. 
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This means that the corner, instead of béing sharp, 
should be relieved with a round nose tool and a hand 
graver is quite suitable for this purpose. If this point 
is not carefully observed, our bearings are liable to crack 
when we harden them. To harden the bearings we shall 
heat them to a full cherry red and plunge them end-wise 
into cotton-seed oil. To temper them we shall brighten 
the ends to observe the color, then draw them to a light 
straw color and quench at once. We have previously 
mentioned that the bearings were reamed to .375. ‘To be 
sure of this size we may insert a taper plug or mandril 
in the holes ond measure it with the micrometer caliper. 
The usual allowance for shrink fit on 1-in. stock is .001. 
We may use this same allowance on our bearings. Hav- 
ing determined the actual dimensions of the bearing holes, 
then we may grip the bearings on the wheel chuck and, 
with a flat India stone, we may stone the bearings down 
to the proper diameter, allowing .001 for shrinkage. 

To insert the bearings in the frame, we shall require 
a small bench vise with jaws that open parallel at least 
one-half inch opening. Then we heat one of the bearing 
holes to a full cherry red, quickly insert the bearing in 
the hold and force it in place with the vise. -We must 
work fast in this case to avoid drawing the temper of the 
bearing. If the bearings are rounded slightly on the end 
they will force into the holes without any shearing. Do 
not attempt to drive the bearings in place with a hammer 
or mallet as this usually throws them to one side and re- 
quires much lapping to get them true again. 


(To be continued) 


Grand Prize Medal Awarded in HIA Competition 


The Horological Institute of America recently an- 
nounced the decision of the judges of the National Com- 
petition for Watchmakers, which closed June 15. 

The competition was divided into five classes and 
prizes were awarded in each of the first four classes on 
the basis of accuracy of dimensions, workmanship, finish 
and general appearance of the material submitted. 

Prizes in Class 5 were awarded on a basis of both the 
utility and the workmanship embodied in the tool sub- 








LEES & SANDERS 


Shipping to England means a 
little delay but it is worth while 
because of the RESULTS. 


SWEEP SMELTERS 
BIRMINGHAMVSI,ENG. 























ON MY WAY TO 


2p jmevecancty! BARGAINS IN LUAURT | 
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a\-:: best hotel | know! 
Near everything, just 
200 feet from Broad- 
way. Modern, hospit- 
able, and comfortable. 





Like the Manager, For as little as $3.00 a day you can enjoy the 

/ like the rates —$2.50 luxury and Minute Man Service of this fa- 
; mous hotel. Located in the smart Grand Central 

single, $3.50 double, Zone, one block from Park Avenue. Restau- 





for a room with bath! rant prices are amazingly economical, too— 
luncheon 65c and dinner with dancing, $1.0v. 





THE HOTEL - 


of ‘scutes | HOTEL LEXINGTON 


WILLIAM MADLUNG, Mng. Dir. 
se 48TH AND LEXINGTON AVENUE+ NEW YORK 
Under Ralph Hitz Direction ¢ Chas. E. Rochester, Manager 
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mitted. The medals have been struck and the one 
‘Hustrated herewith, a silver medal gold plated, was 
awarded as the grand prize. It was won by Harold 





Grand Prize Medal awarded to Harold Anderson 


Anderson, Philadelphia, Pa., and with it went as part 
of the award $100 in cash. 





Confidence Aids Sales 
(From Page 39) 


point out that they are practically everlasting and can be 
handed down from generation to generation. It is sur- 
prising how strong an appeal this makes to many cus- 
tomers. 

Whenever we receive a new pattern or any new 
article I personally take it around to our other depart 
ments and call attention to it, giving its chief selling 
points. In other words, I sell them on it. Then they 
in turn are enthused sufficiently over it so that they 
mention it to their customers and invite them to step 
into the salesroom for a personal inspection. Such arti- 
cles are always prominently displayed in the silverware 
department so that they catch the eye of those entering 
it. As a rule the salesforce of any store is principally 
interested in its own department which is as it should be, 
but in our own case the plan secures cooperation and 
creates additional business. 

Cleveland is one of the largest manufacturing centers 
in the country and many firms give trophies in sales 
contests and for other purposes. 


W. have built up an 


excellent volume of business and obtained a splendid 
reputation for furnishing work of this kind. In soliciting 
it we mail an attractive folder illustrated with photos of 
some of our outstanding pieces and follow this up with 
personal calls. We have a number of designs ready for 
inspection and are prepared to execute special designs 
when wanted. 

The society columns of the daily newspapers furnish 
us with many valuable leads on engagements, anniver- 
saries and similar events. For instance in the case of 
an engagement, we first try to get in touch with the 
prospective bride by telephone and tell her of our special 
assortment of patterns suitable to brides and invite her 
to come to the store to inspect them. We follow this 
up by mail and have had very satisfactory returns. 

Located as we are in the heart of the downtown 
retail shopping district, our show windows come in for 
a great deal of attention. We plan the layout of the 


THE JEWELERS’ CIRCULAR 
for November, 1933 


109 


window displays in advance instead of just putting in 
anything that hap, -ns to be handy. When we receive a 
new pattern or article we feature it in such displays and 
have the duplicate ready for prospects’ attention in the 
salesroom so that there is no scurrying around in order 
to take it out of stock. 

We also tie up in a similar manner with our manu- 
facturers’ national advertising by displaying the patterns 
in windows and salesrooms and in our newspaper ad- 
vertising. 

We give the same attention to a customer whether 
he or she wishes to purchase one piece or a complete 
service. The great majority of our customers we know 
by name and always address them in that way. It cre- 
ates a friendly feeling immediately and is just one more 
link in the chain of good will that binds the customer 
to us. 


Contract Bridge and the Jeweler 
(From Page 84) ' 


to add to the line. There are a couple of hundred different 
types of pads all just as good as each other. This item 
should be a steady seller the year round. 

Bridge Books. Carry about one each of the twelve 
popular books—as a matter of interest. Reorder as you 
sell them. Put them between two attractive book-ends 
and sell the latter too, as a Bridge prize. A Bridge 
player will pick up a book and buy it, after coming into 
your store without the slightest intenion of doing so. 

Bridge Pencils. Carry a good looking assortment of 
about four kinds. They are surprising sellers. 

Ensembles. This is the jeweler’s delight! Carry a very 
few leather cases holding a double pack of cards and a few 
wooden cases for 4, 8 and 12 decks, with score pads, etc. 
People will buy them for presents and will probably order 
monogrammed cards to go inside them. Very lucrative 
business. 

Bridge Prizes. Show about 24 attractive prizes in the 
following price range: Half a dozen as 50-cent sellers, 
a dozen $1 sellers, and the rest up to $5. The dollar ones 
are most important, and the number sold is often amazing. 

A good jewelry store can positively sell 10 to 15 gross 
of fine quality playing cards in a year, providing, of 
course, they are properly promoted. That amounts to 
about $1,000 in cards alone—not much, but nice busi- 
ness in one item. The initial stock should not cost very 
much for this department and should turn over at least 
12 times a year. 

And by the way, the very nicest and wealthiest people 
in town are the Bridge players who will patronize your 
store in preference to other stores, particularly if you let 
them know that while your line is unusual in quality and 
discrimination, it is competitively priced. 

One other thing—it will help a lot if one of your 
salespeople is a Bridge player. 

If you contemplate the installation of a Bridge depart- 
ment, I suggest that you get in touch with Mr. F. Dudley 
Courtenay, President of the Advisory Council of Bridge 
Headquarters, Inc., 12 East 41st St., New York, a non- 
partisan organization of Bridge authorities. He will be 
glad to answer any question regarding Bridge or Bridge 
accessories. 














Ship Us 
Your Old Gold 


SPYCO valuations of old gold have 
always been accurate and _ returns 
representing the highest market value 
of shipments have been made promptly. 


We are now paying the highest 
prices consistent with the present market 
for all types of old gold—solid, filled, 
plated, filings and sweeps, and for silver 
and platinum. 


Shipments are held pending accept- 
ance of valuations, 


Write for quotations on electrolyti- 
cally refined gold. 


SPYCO 


SMELTING & REFINING CO. 
51-57 South Third St. 


Minneapolis, Minnesota 








eT 


U.S. PATENT 


will 
large any 
ring without 
heating @ 
marring of 
engraving of 
outside finish 
in less than 





Complete 


FIG. 3 
EMBOSSING PRESS CO. of AMERICA 
7 West Madison Street, CHICAGO, ILL. 


—__Wrist Watehes Wanted—_ 





To Importers and Jobbers of Watches. We can use at this time 
several thousand assorted Swiss-made wrist watches for our 
new chain of 44 stores on the Pacific Coast. Only first class 
brand new lever watches in 6, 7, 15 jewels. Men’s and ladies’ 
assorted shapes. White chrome and yellow gold filled cases, 
Price must be right for spot cash. Give full details. 


Address Mr. Atkins, W. G. Stores 
Station C, Box 98, Los Angeles, Calif. 











REEVE & MITCHELL CO. 


SINCE 1898 
NON-TARNISHING 


FLANNEL BAGS and ROLLS 


LL1O0 Sansom Street 


Philadelphia, Pa. 















1 Ob ¢ 
AMERICAN MADE 
WATCH OIL 


Nye prepares a special oil for wrist 
watches 


Order from Your Jobber 
WILLIAM F. NYE, INC. 
New Bedford 





Maas. 







NEW MODEL 
POLISHING 


LOW IN COST 
EFFICIENT 
POWERFUL 
NOISELESS 


LEIMAN BROS., INC.., 
152 CHRISTIE ST., 
NEWARK, N. J. 





23 WALKER ST. 


MAKERS OF GOOD MACHINERY FOR 45 YEARS 


DON’T BREATHE POLISHING DUST 
LEIMAN BROS. PATENTED 


DUST COLLECTOR 


LEIMAN BROS. NEW YORK CORP. 








From a recent issue of 


Advertising Age 


“Russell Gray predicts a revival of 
cooperative advertising under NRA. 
The most successful cooperative 
campaign is the one where the read- 
ers cooperate with the publishers 
by answering a lot of the ads.” 


We agree with Mr. Gray, and can assure our 
readers such cooperation would be greatly 
appreciated, and make our work much more 
pleasant. 





FOR QUICK, ACCURATE AND 
SATISFACTORY RETURNS 
EASTERN SMELTING & REFINING CORP. 


Refiners of Gold, Silver and Platinim 
SWEEP SMELTERS 
Established 1896 


107-109 West Brookline St., 











Boston, Mass. 











NEW LOW PRICES 


¥ HOR Phoenix Toc 


The flame is adjusted by a touch; you can 
have a sharp needle-shaped flame, hot enough to 
weld platinum, or instantly change to a big soft 
brush for annealing, tempering, soldering, etc. 

Ask for circular 733 with new prices. 








Hoke, Inc., 22 Albany St., New York City 4 





_—_—_ 
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WORKSOP WOES € QUWIEIRIIES 


LATING and Etching Steel—wWill you give me 

instructions for preparing steel for gold plating? 
Also give me instructions for quickly etching steel to 
approximate depth of 1/32nd of an inch. (Question No. 
4862) H. F. F. 


Answer.—Preparation of steel for gold plating is not 
radically different than for other metals. Your work 
must be chemically clean, the same as any other metal. 
You will produce a better color if the steel is first cop- 
per plated with a cyanide copper solution, then gold 
plated in the regular gold cyanide solution. 

For etching steel, you should use black asphaltum 
varnish as a “‘stop-off” on all parts that you do not: wish 
to etch. This varnish may be thinned to the proper 
consistency with benzole and applied with a small camel- 
hair brush. After painting in your design, build up a 
wall of beeswax to retain the etching fluid. For etching 
steel the best fluid is nitric acid 1 part, water 4 parts. 

The work must be examined from time to time to 
observe the depth of the etching. When you are sure 
that you have obtained the required results, then rinse 
with clean water and remove the asphalt with benzole. 


ay ATCH Cleaning Solution —Would you kindly give 
me a formula for watch cleaning used in a machine, 
also a rinser? (Question No. 4863)—I. M. L. 


Answer.—Formula for cleaning solution used in a 
machine which may give good results is as follows: Oleic 
acid 1 oz., Acetone 2 oz., ammonia 4 oz., distilled water 
25 oz. Pure grain alcohol is of course the best rinser, 
although it is rather difficult to obtain. 


ARBLE Cement.—Can you tell me how to make 

a cement to use on soft marble called alabaster? 

I used plaster paris with gum arabic but would like 
something stronger. (Question No. 4864)—L. J. S. 


Answer.—Y our plaster paris mixed with gum arabic 
is fairly good for alabaster. However, we would sug- 
gest that better results would be obtained if you mix 
the plaster paris with water and add about 25 per cent 
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of sodium silicate, commonly called water glass. If you 
wish a slow setting cement add about 5 per cent glycerin. 


ARK Finish on Rhodium.—Can you tell us what we 

can us on rhodium plated metal, that will give the 
background a dark finish? By this we mean that we 
would like to use something as an oxidizer to bring out 
the details on a school seal, etc. You understand this 
would make the background show up dark, and we must 
be able to rub off the high spots, without marring the 
darkened background. (Question No. 4865)— J. F. A. 
Co. 


Answer.—You may be able to obtain the dark finish 
on rhodium platinE metal in the same manner as you 
would on platinum or white gold. You should make an 
oxidizing solution of platinum chloride dissolved in 
alcohol, with a very small amount of ammonia added to 
assist solution. This oxidizing solution should contain 
about 25 per cent platinum chloride and of course could 
be made up in any quantity. The method of using this 
solution is simply to paint with solution on the article 
with a fine brush, then apply gentle heat until it turns 
dark. If the proper color is not obtained at first then 
operation should be repeated. 


OLD Testing.—Will you kindly let me know what 

mixture of nitric acid to use for testing gold lower 
than 18K.? We are using plain nitric acid for all kinds 
of gold and it is not satisfactory. Also, what kind of 
acids are used to test sterling silver and platinum? (Ques- 
tion No. 4866)—R. D. L. 

Answer.—yYou may obtain far more accurate results 
in your gold testing if you use regular gold testing stone 
and standard gold testing needles. With some experi- 
ence in using these needles you should be able to deter- 
mine the karat of any gold within one or two karats, 
which is much better than you can do with any mixture 
of acid. Nitric acid applied to sterling silver will leave 
a brown stain. Base metals of course turn various shades 
of green. Nitric acid does not attack platinum but there 
is no acid test that will be absolutely accurate to use on 
platinum the same that you would test sterling silver. 











Special Notices 
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“Situations wanted” $1.50 for first 
words. Additional words, 5c, a word. 
SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 


word. 
Heavy $3.00 for first 25 words. 
Additi words, a word. 


for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 


Advertising matter addressed to 
_— — advertisers will not be de 
ive e 


Advertisers 
should send 25c, if they desire a copy 
of the paper containing their adver- 


tisement. 
= notice forms close 20th of 


mont 

Unless the advertiser instructs us to 
publish his name and address, all an- 
swers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, Se. for each additional 
word; minimum charge, 75c. 








SALESMAN, thoroughly qualified, seeks 
Position in reputable store. ddress 
“M., 748,” care Jewelers’ Circular. 





EXPERIENCED letter engraver on sil- 
verware and jewelry wishes a steady 
Position; references. Harry C. Zaiser, 
157 Newton St., Newark, N. J. 





DESIGNER of fine diamond jewelry with 
best reference, desires permanent _ 
tion with reliable concern. Address 
“D., 613,” care Jewelers’ Circular. 





WATCHMAKER, SALESMAN, wants 
position; 20 years’ experience; capable 
taking charge. Address “J.G.S.,” 89 
Hillside Ave., Winsted, Conn. 





WATCHMAKER, A-1 mechanic, 20 years’ 
experience, desires position, New York 
or vicinity; salary, $25. Address “W., 
765,” care Jewelers’ Circular. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., 37 So. Wabash Ave., 
Chicago, Ill. 





HUB CUTTER, capable of making orig- 
inal wax models and all tools for same: 
reasonable. Address “A., 241,” care 
Jewelers’ Circular. 





EXPERT WATCHMAKER, jeweler, en- 
graver, diamond setter; combination or 
single lines at once; South. Address 
“A., 522,” care Jewelers’ Circular. 


STENOGRAPHERS, BOOKKEEPERS, 

typists, clerks furnished, no charge. 

Iton Agency, 93 Nassau St., Cort. 
7392, New Yor 





SALESMAN, fine watches and jewelry; 
good following better retail] trade, East 
and Middle West. Address “K., 812,” 
care Jewelers’ Circular. 





YOUNG LADY, eight years’ experience 
in jobbing jewelry line, desires position 
as order and repair clerk. Address 
“C., 728,” care Jewelers’ Circular. 





SALESMAN, thoroughly experienced, di- 
amonds, watches, jewelry, age 29, best 
of reference, seeks position. Irwin 
Snyder, 282 So. 2nd St., Brooklyn, N. Y. 





WATCHMAKER, competent on all grades 
watches and clocks, desires ition ; 
worked for best houses in e ys 
good references. Address “H., 377,” 

care Jewelers’ Circular. 





EXPERT combination jeweler, married ; 
15 years’ experience, factory, special 
order, complete from designing to fin- 
ishing: store, repairing, retail selling. 
Betz, 203 Randolph St., Passaic, N. J. 





SITUATION WANTED by a woman as 
saleslady, order, repair and general 
— clerk; 15 years’ experience; 
est of reference furnished. Address “T., 
642,” care Jewelers’ Circular. 





SALESLADY with six -years’ experience 
in jewelry store; will go anywhere; 
references; only first class store con- 
sidered. Mrs. E. E. Robey, 45 Spruce 
St., Asheville, N. C. 





STORE MANAGER, 17 years’ experience, 
last 12 years as credit store manager in 
Middle West and South; American, age 
35; excellent references. Address “C., 
645,” care Jewelers’ Circular. 





YOUNG LADY desires position as secre- 
tary-stenographer; also has know- 
ledge of bookkeeping; A-1 references. 
= “V., 761,” care Jewelers’ Cir- 
cular. . 





ANSWER THIS ONE if you seek a 
qualified young salesman, one to relieve 
you of important responsibilities in 
your store. Address “O., 749,” care 
Jewelers’ Circular. 





WATCHMAKER WANTS POSITION; 
American, _ 38, 15 years’ experience; 
$25 per week; references. Chas. Mun- 
son, 3016 S. Harrison St., Fort Wayne, 
Indiana. 





WATCHMAKER, 31 years old and mar- 
ried, ten years at bench and waiting on 
trade, would like steady position; st 
of references. Address M. W. J 
son, Dows, Iowa. 


acob- 





RETAIL SALESMAN, 20 years’ experi- 
ence with 5th Ave. trade, seeking per- 
manent position with reliable house; 
can furnish best references. Address 
“Q., 752,” care Jewelers’ Circular. 








WATCHMAKER, JEWELER, salesman, 
wishes position, salary or commission ; 
age 34, 15 years’ experience; married ; 
go any place. W. J. Constant, 5628 

Pattie Ave., Wichita, Kansas. 





YOUNG MAN, 26, thoroughly experienced 
in credit and retail jewelry stores, de- 
sires steady position with reputable 
firm; best references. Address “B., 
727,” care Jewelers’ Circular. 





JEWELER, EXPERT, designer, engraver, 
earver, stone setter, hub cutter, special 
order work and repairs; go anywhere; 
steady; store preferred. Address “K., 
738,” care Jewelers’ Circular. 








FIRST CLASS ENGRAVER, 25 yearg 
experience in first class stores and. shop 
in Middle Atlantic, New England States 
and Canada. “Engraver,” 1095 Monrog 
Ave., Memphis, Tenn. 





WATCHMAKER, A-1 mechanic, 40 
21 years’ experience on high e and 
Swiss American wrist watches; neat 
appearance; sales ability; reference, 
Robt. Smith, Box 216, Camden, Ala, 


——., 


WATCHMAKER, age 25, experienced on 
Swiss and American watches, wisheg 
position in New York City or vicinity; 
references. Address “R., 793,” care 
Jewelers’ Circular. 








WATCHMAKER desires position with 
first class house; experienced on Old 
English watches, repeaters and chrono- 
graphs; can wait on trade; age 33. Ad. 
dress “O., 789,” care Jewelers’ Circular, 





WATCHMAKER, JEWELER and en- 
graver, Bradley trained; consider small 
salary if chance for experience and 
en. Thos. B. Bunch, Oxford, 

ss. 





FIRST CLASS watchmaker and _ sales- 
man, 11 years’ experience, desires posi- 
tion; 32 years old; good estimator ; best 
references. Ray C. Gable, 19 Pearl St, 
Lancaster, Pa. 





YOUNG MAN, 35, desires position; dia- 
mond assorter, stock or repair clerk; 
five years’ experience; best references, 
—" “M., 825,’ care Jewelers’ Cir- 
cular. 





WATCHMAKER, SALESMAN, experi- 
enced, wants permanent position; refer- 
ences furnished; salary to start, $25 
per week; married, age 35 years. Write 
“G., 778,” care Jewelers’ Circular. 





WATCHMAKER desires position; 28 
years in Horological School, factory, 
store experience, on Swiss and Ameri- 
can watches; New England preferred. 
Box 183, Hanover, N. H. 





YOUNG LADY thoroughly experienced in 
wholesale and retail trade; stock, order 
and repair clerk; splendid saleslady, 
take charge of small office. ,Telephone 
Topping 2-5086, New York. 





WATCHMAKER, 30, A-1 mechanic, 15 
years’ European and American experi- 
ence, fast, accurate and reliable, all 
tools, desires position. Address “A,, 
804,” care Jewelers’ Circular. 





YOUNG LADY, several years’ jewelry ex- 
rience, billing, typing, order cler! 
ling, general clerical work; excellen' 

references. Sylvia Cooper, 1694 Carroll 
St., Brooklyn, N. Y. 





YOUNG LADY, pleasing personality, com- 
plete knowledge of rings, factory experi- 
ence, take full charge of repair depart- 
ment; generally useful, typing, billing. 
= “C., 649,” care Jewelers’ Cir- 
cular. 





EXPERT WATCHMAKER and corner 
man, thorough, capable, pleasant, 13 
— experience; excellent references 
rom fine stores; state salary offered. 
c M. Allen, 1241 Orange St., Berwick, 
a. 





CERTIFIED WATCHMAKER and op- 
tometrist registered in Texas desires 
position with reputable establishment; 
seven years of jewelry store experience. 
ws “C., 532,” care Jewelers’ Cir- 
cular. 





YOUNG LADY, several years’ experience, 
manufacturing and jobbing, complete 
charge orders, stock, detail work; had 
charge small office ; excellent references. 
— “J., 433,” care Jewelers’ Cir- 
cular. 
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Cincinnati Watchmakers Affiliate 
With National Organization 


CincinnaTI, OnI0O—The watchmakers 
of Cincinnati recently organized and affil- 
jated with the Associated Watchmakers 
of America, a national organization with 
headquarters at St. Louis. 

The officers of the Cincinnati council 
elected for the coming year are: Presi- 
dent, Frank Foegler; vice-president, Earl 
Davidson; recording secretary, Joseph 
Besse; financial secretary, Joseph Voss; 
treasurer, Edwin Sohngen; sergeant-at- 
arms, Frank Garrett. 

The advisory board of six members is 
as follows: Jack Breen, Louis Bloesing, 
Clyde Keagy, Andrew Rolfes, J. H. Well- 
ing and Harry Flotewersch. 

A code has been submitted to the NRA 
headquarters at Washington. 





Jewelers Discuss Retail Problems 
at Faribault, Minn., Meeting 


FARIBAULT, MINN., Oct. 11.— About 50 
jewelers from southern Minnesota at- 
tended the meeting of the Southern Min- 
nesota Jewelers’ Guild here last evening. 
The principal speakers included John 
Geist, president of the Minnesota Jewel- 
ers’ Guild; Emil Schwenke, New Rich- 
land, secretary, and J. S. Coville, Austin, 
treasurer. 

Mr. Geist discussed various matters 
pertaining to retail jewelers, such as the 
NRA, the gold situation in the United 
States and the National Jewelers’ Mu- 
tual Fire Insurance Co. He also re- 
ported on the American National Retail 
Jewelers’ convention held in Milwaukee 
in August. 

The next meeting of the association 
will be held at Owatonna for which the 
date will be announced later. 





Gunman Robs Jeweler 


SALT LAKE City, Oct. 5—Salt Lake po- 
lice made an unsuccessful chase up Par- 
. ley’s Canyon, Thursday, in pursuit of a 
lone bandit who robbed C. E. Dennis, 
manufacturing jeweler, of $2,000 in dia- 
monds, $20 in cash and an expensive 
sedan belonging to Charles Anderson, 
manager of the Anderson Jewelry Co., 
263 S. Main St., Thursday morning. 

Sheriffs in Salt Lake and nearby coun- 
ties are on the lookout for the bandit 
who was last seen speeding east in An- 
derson’s sedan on 21 South St., and is 
believed to have headed up the canyon. 

Posing as a customer who wished to 
have his fiancée select an engagement 
ring, the bandit, a well-dressed man, 
asked Mr. Anderson to allow him to take 
two rings and an unset diamond to his 
fiancée’s home because she was ill and 
could not come to the store. 

The rings and diamond were turned 
over to Dennis, who had been called 
from his office to discuss making the 
setting for the ring. Driving Anderson’s 
car, Dennis started for an address on 
Country Club Road to which the bandit 
had directed him. When they reached 
2100 block on Country Club Road the 
bandit drew a pistol and held him up. 
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STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF MARCH 3, 

1933. 


OF THE JEWELERS’ CIRCULAR, pub- 
lished monthly at New York, N. Y., for Oct. 1, 
1933. 


State of New York ra 
County of New York § 


Before me, a Notary Public in and for the 
State and cine aforesaid, personally appeared 
M. Fahrendorf, who, having been duly 
sworn according to law, deposes and says that he 
is the business manager of THE JEWELERS’ 
CIRCULAR and that the following is, to the 
best of his knowledge and belief, a true state- 
ment of the ownership, management (and if 
a_ daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the 
above caption, required by the Act of March 3, 
1933, embodied in section 537, Postal Law and 
Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and business 
managres are: Publisher, Jewelers Publishing 
Corporation, 239 West 39th St., New York; 
Editor, T. Edgar Willson, 239 West 89th St.. 
New York; Managing Editor, None; Business 
Manager, P. M. Fahrendorf, 239 West 39th St., 
New York. 

2. That the owner is: (If owned by a corpo- 
ration, its name and address must be stated 
and also immediately thereunder the names and 
addresses of stockholders owning or holding 
one per cent of total amount of stock. If not 
owned by a corporation, the names and ad- 
dresses of the individual owners must be 
given. If owned by a firm, company, or other 
unincorporated concern, its name and address, 
as well as those of each individual member, 
must be given.) Jewelers Publishing Corpo- 
ration, 239 West 39th St., New York, 

All stock owned by United Publishers Corpora- 
tion, 239 West 39th St., New York, N. Y. 

(Stockholders of United Publishers Corpora- 
tion): United Business Publishers, Inc., 239 
West 39th St., New York, N. Y. 

(Stockholders. of the United Business Pub- 
lishers, Inc.): C. S. Baur, 3559 164th St., 
Bocedune, Flushing, L. I., N. Y.; George i. 
Buzby, __—— Pa.; Anna B. Frank, 
Pleasantville, N. Y.: Fritz J. Frank, Pleasant- 
ville, N. Y.; Lee Higginson & Co. (Partner- 
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ship), New York, N. Y. C.; C. A. Musselman, 
Philadelphia, Pa.; Estate of A. C. Pearson, 
Montclair, N. J.; Lelia C. Pearson, Montclair, 

J.; Frederic C. oem, 325 West End 
Ave., New York, (A) Frederic C. 
Stevens Co., 23 eenaaat Terrace, Montclair, 


a A 
Note (A)—Stockholders of 


Frederic C. 
Stevens Co.; Velma S. A 325 West 
End Ave., New York, - C. Stevens, 


Jr., 325 West End Ave., New Nok, Na... wes 
Velma I. Stevens, 325 West End Ave., New 
York, N. Y.s Frederic C. Stevens, 325. West 
End Ave., New York, N. Y.; Ruth S. Kane, 
Montclair, N. J. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there 
are none, so state.) 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as 
they appear upon the books of the company but 
also, in cases where the stockholder or security 
holder appears upon the books of the company 
as trustee or in any other fiduciary relation, 
the name of the person or corporation for whom 
such trustee is acting, is given; also that the 
said two paragra hs contain statements embrac- 
ing affiant’s full knowledge and belief as to t * 
circumstances and conditions under which stoc: 
holders and —s holders who do not appess 
upon the ks of the company as trustees, hold 
stock and securities in a capacity other than 
that of a bona fide owner; and this affiant has 
no reason to believe that any other person, asso- 
<iation, or corporation has any interest direct 
or indirect in the said stock, bonds, or othe: 
securities than as so stated by him. 

5. That the average number of copies of each 
issue of this publicatoin sold or distrit uted, 
through the mails or otherwise, to paid sub- 
scribers during the 12 months preceding the 
date shown above is (This information is re- 
quired from daily publications only.) 

P. M. FAHRENDORF, 
(Signature of Business Manager.) 

Sworn to and a yg before me this 
29th Ax i of i 1933 
[SEAL] Y E. CONIFREY, 

ina Public, Bronx County. 

Clerk’s No.130, Register’s No. 35-C-35. Cer- 
tificate filed in New York Coun Clerk’s No. 
245, Register’s No. 5-C135. ommission ex- 
pires March 30, 1935. 
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.+«.e..and the Moon catches you 


SUN BATHING! 


At times it happens so. Life is so vivid and 
mag on the Roney Plaza beach that, 
efore you’re aware of it, the sun has 
wheeled westward and the big bronze moon 
of the tropics surprises you still in your 
sun costume. It happens to the best people 
—and the best people, you know, come to 
the Roney for their wintertime jollity. 
Setting the social tempo for America’s 
smartest resort, the Roney Plaza is this 
year more attractive than ever ... the 
gardens freshly green with tropic growths 
. .. the entire hotel renovated .. . sea-sled 
schedules added to those of autogyro and 
aerocar for transportation to every point 
of interest . . . and the tariffs rationally 
economical—appealing especially to those 
sophisticates of good taste and shrewd 
sense who appreciate, from personal experi- 
ence the true values in luxurious living. 


Open from November 15th to May Ist. For Litera- 
ture, Information and Reservations, address 
Edward B. Jouffret, Managing Director, 
or see your Travel Agent. 
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